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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 

Hhnols Wisconsin 
Aurora Milwaukee 
a 


Superior 
Madison 


Pennsylvania 
Altoona 

lint Chester 
Grand Rapids _— Erie 
Jackson Harrisburg 
Kalamazoo Philadelphia 
Lansing Reading 
New Hampshire Saginaw Wilkes Barre 
Coneord York 
Manchester 
Nashua 


Missouri Michigan 
St. Joseph Bay City 
St. Louis i 


Nebraska 


Decatur 
East St. Louis 
Joliet Omaha 


Rockford 


Indiana 
Evansville 


eieapalis 
South Bend 


Kansas 
Wichita 
Topeka 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 

Premium Rates—The Lowest 

Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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What Makes the 
Motor Run? 





Over hills and valleys runs a power line. 
There—where the dam spans the river, great 
dynamos throb, and in the city miles away 
factory wheels spin with the power coming 
over the slender wires. 

Here in Chattanooga, the Provident 
mounts month by month to higher levels of 
accomplishment. The indomitable spirit of 
the organization generates energy that vital- 
izes its agents everywhere. 

You, too, will feel that POWER, when 


you connect with us. Perhaps it is just what 
you need to help you realize your ambitions. 











Just drop a line to 
THE PROVIDENT 
in the ‘‘Dynamo of Dixie. 


PROVIDENT 


ba 


The 


LIFE AND ACCIDENT INSURANCE CO. 


of CHATTANOOGA 
ESTABLISHED 1887 


LIFE ACCIDENT HEALTH 


LIABILITY 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A_ finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of ransom The lesson af life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And'because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


Not so many years ago the life insurance business was considered a place for the derelicts of 
other businesses; men fit for nothing else could' eke out a living peddling “policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must bea fighter. Heneeds brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he 
must be a well-dressed and polished man of the world. In fact he must have every qualification 
necessary to a big business executive. To such men the business of selling life insurance does J 
indeed offer wonderful opportunities. For such men there is no business offering greater inde- ~ 
pendence and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which alre: idy stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute knowl- 
edge that every contingency 1s provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 
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JOINT CONVENTION OF CASUALTY AND 
SURETY MEN 


National and International Associations Hold Important Gathering at 
Freneh Liek Springs 


(Special Dispatch from a Staff Correspondent ) 


RENCH LICK, IND., 18. 


About three hundred casualty executives 


September 


and agents gathered this morning in the 
convention — hall Lick 
Springs Hotel for the first joint session 
of the International 
ualty and Surety Underwriters and the 
National 
President Duncan 


of the French 


Association of Cas- 


of Casualty and 
Surety .\gents. the 
ganization presided, and in opening the meeting sounded the 


keynote, which he said was that each delegate should take 


Association 


Reid of former or- 


home with him at least one constructive thought for use in his 
business. 

Governor Warren T. 
engagement to deliver the address of welcome, sending a tele- 
gram of greeting instead. The was therefore 
that of U. S. Senator-elect Samuel M. Ralston, former Gov- 
ernor of Indiana, during whose administration the workmen’s 
The Senator called attention 


McCray was obliged to cancel his 


first address 


compensation law was passed. 
to some of the principal features of the State of Indiana, 
having passed formalities of welcome. He congratulated the 
association as being backers of one of the greatest reform 
Movements in the country, namely, the workmen’s compen- 
sation law. He remarked upon the tendency of these laws to 
prevent accidents, although such result was not directly looked 
for in the passage of those laws, and stated in his opinion that 
the carelessness of the American people is the greatest source 
of accidents, and the invention and use of safety devices by 
employers were to be recommended. He called attention to 
the change during the past few years from a preponderance 


3 


of industrial accidents to the present preponderance of auto- 
mobile accidents over all other kinds. This, he said, is due to 
the lack of restraint of the reckless man in the automobile. 
He congratulated the companies upon their policy of prompt 
payment of compensation claims and the practice of waiving 
the waiting period usually allowed by law, and pointed out the 
fact that the companies, by their action, have forced the State 
funds to speed up their payments, and proved by statistics that 
this is so, 

Impressed by the magnitude of the work, Senator Ralston 
developed the statistics of the results of the law as shown by 
the past year’s business in the State of Indiana, and called 
attention to the amount of work the transaction of such a vast 
business would have involved if left for the courts to settle. 
Senator Ralston was given an ovation and a rising vote of 
thanks. 

President Reid introduced Thos. Moffatt of Newark, chair- 
man of the executive committee of the National Association 
of Insurance Agents, who extended the greetings of that body 
to the convention, acting in place of Frank R. Bell, president 
of the association, who was unable to be present. He said 
that it was his duty to impress upon the convention the sacred- 
ness of the American agency system. He stressed the purpose 
of the National Association to confer with either of the or- 
ganizations on matters jointly affecting any of them. Former 
Commissioner Clarence W. Hobbs, now representative of the 
National Council on Workmen’s Compensation Insurance, was 
then introduced. Richard Thompson, fourth vice-president of 
the Maryland Casualty Company, announced that the golf 


(Continued on page 33) 
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CONVENTION REFLECTIONS — 


High Lights of the Life Underwriters’ Meeting in Chicago 


By WILLIAM 


THORNTON 


Publicity Department, Life Insurance Company of Virginia 


the first day of the convention of the 


National Association of Life Underwriters, 


one of the vice-presidents asked ine: 
“What is the reaction to the program?” 
It was impossible at that moment to 





answer intelligently, because there had not 
heen enough expressions of opinion. .\. gathering of such 
magnitude may be likened to a mountain; one has to go some 
distance away to appreciate its greatness. It is only after the 
gavel has fallen for the last time and the convention hall is in 
darkness that one can look back in retrospect and form a con- 
clusion adequately summarizing what has been said and done 
and how it was received. 
INSURANCE 


INCREASING SALE O1 


The keynote of the Chicago program was increasing the sale 


found charitable or- 


of life insurance. Underwriters have 
ganizations and trust companies waiting with open arms to 
receive them. Alen at the such institutions have 
sensed the value of life insurance to further their interests, and 
it is quite natural that they should be willing to unite efforts 


Regardless of what one thinks of the 


heads of 


with insurance agents. 
merits of the continuous monthly income policy vs. an “imsur- 
ance trust estate,” there can be no gainsaying that co-operation 
between trust companies and agents will materially increase 
the volume of business written, and will knit into closer friend- 
ship banking and insurance interests. 


Litree Discussion oF Lritics 


In speaking at the banquet Thursday evening, [Lec J. 
Dougherty, president of the American Life Convention, sa‘d 
boldly that agents have taught companies the ethics of the pro- 
fession. This statement, coming as it did from a company 
executive, was not challenged. It is gratifying, however, to 
observe that the subject of ethics was but lightly touched on 
throughout the sessions of the convention. Ilaving already 
wrought so well in the establishment of a high standard, the 
underwriters, at their annual meetings, can well afford to de- 
vote the program entirely to the more profitable discussion of 
salesmanship methods and agency building. 


ec 


Tue “Case” MeETirop 


The most persistent criticism that | heard made of the 1923 
program was aimed at the “case” method. ‘This is a splendid 


educational medium, and should undoubtedly be carried on to 


some extent in the future. [lowever, a number of those jp 
attendance at Chicago felt that there is a danger of over- 
working it. .\ judicious admixture of “cases” with set 
speeches, presupposing that the latter are carefully prepared 
beforehand, would not be unweleome in the future. Reading of 
papers was prohibited: some of the delegates expressed them- 
selves as favoring papers rather than some of the extempo- 
raneous talks. 


building made a fervid and impassioned address quite beside 


One man at Thursday's session on agency 
the point. This prompted the chairman to ask that subsequent 
speakers keep close to the subject. 

Mr. TRAVEL? 


WI! WELLS 


Whether the remark dropped at the banquet by the new 
president was facetious or prophetic remains to be seen. Mr, 
Wells said that) previous administrations had been of the 
“hoof and tongue” stamp, and that he favored changing the 
order of things. It is evident that Mr. Dougherty, at least, 
took him seriously, as he expressed himself as being in favor 
of the companies contributing a fund out of which the asso- 
ciation could pay the salary and traveling expenses of a capable 
field secretary. This undertaken 


by the president, at the sacrifice of a large amount of time anda 


work has heretofore been 


larger amount of his own money. There can be no question 
as to whether it is a necessary part of administrative function; 
admittedly it is, and were the National Association to increase 
membership dues to meet the expense it would lose members. 
The president must be willine to bear this expense and give of 
his time, or Mr. Dougherty’s suggestion must be accepted. | 
am inclined to think, however, if he attempts to sell his sug- 
gestion to the companies he will have to meet some rather 
objections. — Several executives were 


vociferous company 


heard to express their disproval of the plan in no micd terms. 


Constructive WorK ATLEAD 


The officers and the executive committee of the association 
have planned a tentative program extending five years into the 
future. This forward step has the approbation of everyone tn 
terested in association work. Knowing in advance the nature 
of the clinic which will be conducted, delegates are in position 
to come to the convention cach year prepared to bring cases 
from their own experience which will throw light on the prob- 
lems common to all. The five-vear program is a cycle of tra! 
Ikach segment dovetails ito te 


If the assoctatuon » 


ine and developing agents. 
other, the whole being well co-ordinated. 
able to carry out only half of this program it will accomplish 
long strides of advancement in the right directigu. 
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THE ST. LOUIS AGREEMENT 

AREFUL review of the comment in 
4 the insurance press upon the abroga- 
tion of the St. Louis agreement gives one 
a distinct impression of the impotence of 
our great fire insurance companies. The 
the companies to deal 
success fully agents in the 
matter of reducing commissions in large 
as evidence that 


utter inability of 
with their 
cities is cited everywhere 
the companies are weak. To our mind this 
is not the 
Rather to us it indicates that a reasonable 


conclusion to be reached. 
majority of the companies are outstand- 
ingly strong, honest and straightforward 
in their dealings. These companies went 
to great length to revise their organiza- 
tions in agreement with the St. Louis plan 
and now find themselves the victims of 
circumstances, the details of which are so 
obscure as to make it difficult to place the 
direct blame anywhere. 

Nevertheless, the companies which 
stood by the rules did their best and it can 
safely be assumed that they used every 
wailable source of influence to keep in 
line those “weak sisters” among them that 
ultimately brought about the complete 
destruction of the agreement. It is evi- 
dent that, among the fire insurance com- 
panies, there are many companies which 
regard a treaty in much the same light as 
might the one-time Kaiser, but why blame 
all the companies? Can it be that one 
‘ompany is expected to go to another 
“mpany executive and say: “Here, you 


be hone 
t honest or I will have to slap you on the 
Wrist” ? 


There are certain company exe- 


cutives who make agreements with the 
intention and purpose of living up to 
them. There are certain others who make 
agreements also but never with any idea 
of keeping them. The agents have not, as 


has been suggested, “got the companies 


buffaloed”, rather some of the agents 
have some of the companies “‘buffaloed” 
and competition does the rest. The fall of 


the St. Louis agreement has proved be- 
yond all doubt that honest men cannot 
successfully deal with dishonest men in 
matters of that kind—nothing else. 
keen competition for business existing in 
the West is partly responsible for the 
Undoubt- 


The 


weakness of certain managers. 
edly some of them are pressed almost to 
the breaking point for increased produc- 
tion and they are not farsighted enough to 
see the ultimate advantage of a straight- 
forward policy in meeting the commission 
situation. Asa result of it all, the strong 
are stronger and the weak weaker ; an in- 
The 
com- 


evitable result of all such situations. 
Louis know which 


abiding by the agreement and 


agents in 
panies were 
which were not and in the end that knowl- 
edge will bring forth results. Tempora- 
rily, the companies that strove to abide by 
the agreement are at a disadvantage but, 
in the long run, the seeds they sowed will 
bear fruit, 

An interesting development of the situ- 
ation is to be found in the part played in 
the affair by the New York Underwriters. 
Some reports have gone so far as to state 
that their stand was the rock upon which 
but this statement 
not appear to hold water. It is 
had not other de- 
velopments obtained in the the de- 
mand of the New York Underwriters to 


the agreement broke, 
does 
nevertheless true that, 
case, 


be regarded as a separate institution might 
well have precipitated trouble of the first 
Morally the demand may have 
been sound, but technically it was without 


degree. 


status and no one could be blamed for 
challenging it, as many were prepared to 
do. It thus appears that the underwriters’ 
agency problem is just as much in the 
forefront among company organizations 
as in agency representations. This is but 
a natural result of the increase in such 
functionaries during the past few years, 
when many agencies have been formed 
purely for the purpose of evading agency 
Further developments 
will be closely watched by both under- 


writers and companies. 


§ 


limitation rules. 


OGER W. BABSON is held in gen- 
eral esteem as a financial expert and 

as a student of business whose predictions 
the trend of events are to be 
sars he has fur- 


regarding 
given credence. For y 
nished information to the public at large 
which has undoubtedly resulted in the 
better application of investment savings 
in many His knowledge on 
the subject is profound and were he to 
confine himself strictly to matters affect- 


no possible fault 


instances. 


ing commercial finance, 
could be found with his prognostications. 
The institution of insurance, however, 
possesses more than the mere character- 
It has a be- 


almost to 


and trade. 
amounting 


istics of barter 


nevolent aspect, 
which permeates its struc- 
ture and colors its every act. Thus it 
about that Mr. Babson, perhaps 
overlooking this side of the case, occasion- 


philanthropy, 
comes 


ally advances statements anent the bene- 
ficent institution of insurance which the 
facts do not entirely bear out. In the 
Babson Barometer Letter of September 
11, the following paragraph is to be 
found: 

will make it 
necesssary for the great insurance com- 
panies to sell a large amount of securities 
and this, of necessity, will be a heavy 
weight on the stock exchanges. 

The first news of the disaster in Japan 
the later advices con- 
firmed, to a great extent, the earlier re- 
ports and the loss in lives and property 
appals civilization. There can be no ques- 
tion but that the Japanese insurance com- 
panies writing risks in the affected areas 
and domiciled there, unless aided by the 
home government as has been suggested, 
will suffer heavily. We, however, sup- 
pose, and the supposition is justifiable, 
that Mr. Babson’s remarks applied to the 
American This 
compels a different view of the situation. 
The average man, when he thinks of the 
meaning of the term “ instant- 
ly visualizes life insurance in its effects on 
his future and that of his dependents. 


The Japanese disaster 


shocked world, 


insurance companies. 


insurance,” 


The life insurance companies of the 
United States who did business in Japan 
were only slightly involved in the catas- 
The losses sus- 
tained are not large enough to cause any 


trophe which occurred. 


difficulty or seriously handicap their sev- 
eral organizations. American fire insur- 
ance companies also met with no reverses 


sufficiently large to make necessary the 
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STRENGTH OF’ 
CIBRALTAR.” 





Francis Bacon 


had a fine reputation, but was a terrible prig 
and often double-crossed his friends. He was 
so strangely mature for his years that when a 
boy Queen Elizabeth called him ‘““My young 
lord keeper.’’ And when he was 23 he had 
the nerve to write ‘‘a letter of advice to Queen 
Elizabeth”’ in which he discussed political and 
military matters. Essex was one of his 
friends. But that did not hinder Bacon from 
turning against him and prosecuting him when 
Elizabeth wished it. And Essex paid with 
his head. Bacon was knighted under King 
James and won various honors and pensions, 
Later he was accused of bribery and given a 
jail sentence as well as a big fine. His punish- 
ment was remitted, but his political career 
was dead. So he turned to literature and 
science and made his mark with a vengeance, 
Bacon spoke so much common sense that he 
got credit for having it. Once he said: 


‘Seek not proud wealth; but such as 
thou mayest get justly, use soberly, 
distribute cheerfully and leave con- 
tentedly.”’ 


Perhaps this was the statement that made 
many people think he wrote Shakespeare’s 


plays. It is worthy of Shakespeare at all 
events. And shows the value of life insur- 
ance. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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liquidation of any securities, as mos of 
the policies issued on risks in Japan cop. 
tained an earthquake exclusion iin 
whose provisions exempted the companies 
from liability in the event of damage hy 
seismographical shocks. To what extent 
American marine insurance will suffer 
from the Japanese disaster cannot he 
foretold with accuracy at this time, by 
indications are that this also will be slight, 
due to policy forms and the amount 6 
business written. 

Mr. Babson’s statement did not refer ty 
any particular class of insurance, it j 
true, but the general import of his utter. 
ance is considered detrimental to the insti. 
tution of insurance, and, in view of the 
fact that no insurance company of which 
we have knowledge contemplates selling, 
or is forced to sell, any of its securities 
because of the earthquake in Japan, the 
statement can, conservatively, be said to 
be misleading. 


Taxicab Rates Standardized 

The bonding and 
New York has at last been placed upon a 
stable foundation and a rate of thirty dollars 
Members of 
the surety pool and the mutual casualty con- 


insuring of taxicabs in 


per month has been agreed upon. 


panies, after many conferences with Francis 
R. Stoddard, 2nd, State Superintendent of In- 
surance, have come to an equitable settlement 
of the question by which the mutuals signed an 
agreement to abide by the approved rate. 

Mr. Stoddard issued the following letter on 
the subject: 


Effective as of July 1, 1922, the State Insur- 
ance Department approved a minimum rate 0! 
forty-five dollars per month to be used by 
mutual automobile casualty insurance compa 
nies for policies covering taxicabs in New York 
city, issued under the requirements of Section 
282 (b) of the highway law. This action was 
taken in conformity with Section 350 of the 
insurance law, which provided that the Super- 
intendent of Insurance must approve rates 0! 
mutual automobile insurance companies. 

Section 350 was repealed by the last legisl 
ture and the insurance department has siee 
relied upon the powers conferred upon tt by 
Section 141-b of the insurance law to deter- 
mine the reasonableness and adequacy ot suc! 
rates. The experience thus far received by 
the insurance department indicates that a rate 
of less than thirty dollars per month 1s inade- 
quate, and the department is informed that a 
agreement has been reached between the mutta 
companies writing this class of business and the 
motor vehicle bonding companies that a rate @! 
thirty dollars will be maintained until the ex- 
perience collected by the insurance departmet" 
shows that a higher or lower rate is justified 

Since no experience has been submitted t¢ 
the State Insurance Department which woul 
warrant a lower rate than thirty dollars »* 
month, any new company organized to transac! 
this kind of business will be held to this rate 
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Chicago Casualty Men to Go to French 
Lick 

Cuicaco, ILL., September 15.—A large and 
strong delegation of Chicago casualty men, 
hoth managers, agents and brokers, will go 
down to French Lick Springs next week for 
the meetings of the International Association of 
Casualty and Surety Underwriters and the 
National Association of Casualty and Surety 
Agents, which are to be held there. Many of 
them will leave here Saturday morning in order 
to enjoy the excellent facilities for golf at 
that resort and to get in trim for the tourna- 
ments that will be held in connection with the 
meetings next week. 

The really important consideration, however, 
is the interest that centers around the casualty 
A great many of the 
Chicago casualty underwriters are far from 
satisfied about the way things are working out 
The various 


acquisition cost rules. 


in connection with these rules. 
questions concerning the application of the 
rules will be thoroughly discussed at French 
Lick by the Chicago delegation and it is signifi- 
cant to note that a very important meeting of 
the executive committee of the Casualty Un- 
derwriters Association of Chicago has been 
called for Saturday morning, September 22 
From been 
learned that this meeting will probably evolve 
a definite policy to be presented to the associa- 


authoritative sources it has 


tion regarding the application of the rules. 
Many of the underwriters would be glad to 
force a complete abandonment of the rules if 
they could do so. 

As evidence of how things are working out 
here in Chicago, only last week one of the 
largest brokerages offices in the city made a 
study of its business during the past season 
in comparison with the season before in order 
to discover, if possible, how much business had 
heen lost through the policy of strict adherence 
to the rules which this particular firm has fol- 
The 


the best-informed members of the 


even to 
firm, 
the aggregate of business so lost ran into very 

There are probably many 
would get the same result 
should they carry out such an analysis of their 
business and they are the people who have 
most stringently opposed the rules while they 
at the same time kept the faith. They are not 
men to allow such conditions to continue in- 


definitely, however: 


lowed. result was astonishing, 


and 


substantial figures. 
other offices that 


New Company Will Educate Its Agents 
Cuicaco, Inn., September 17.— A costly but 
to doubt profitable step will he taken by the 
newly organized United States Life and Cas- 
ualty Company of Chicago when it enters 
New York State. This company, it will be re- 
membered, will take over the business of the 
casualty department of the National Life of 
the U.S. A. The latter organization has never 
operated in New York State and so the new 
company will have to build up a new agency 
plant. For this reason it is planned not to 
take on any men without first giving them a 
thorough schooling and a diploma from the 
‘ompany school will be required of every man. 





This school will be similar to the one just 
completed by Dr. Granville, educational direc- 
tor of the casualty department of the National 
Life. He will start a New York 
city first with about one hundred members. 


school in 


Self-Insurance in Utah 

SaLtt Lake Ciry, Utan, September 
Through its alleged failure to pay compensation 
promptly on receiving notice of an accident to 
an employee, the Utah State Industrial Commis- 
sion has ruled that the Otis Elevator Company 
can no longer enjoy the privileges of a self-in- 
surer in this State. The injured workman met 
with the accident in question on July 17. The 
company was ordered to pay compensation at 
once. The company replied that from its own 
interpretation of the law it was not compelled 
to pay anything till the injured man was pro- 
well and the total compensation 
The commission has ruled that “The 


17.— 


nounced 
named. 
Otis Elevator Company has not complied with 
the State Industrial Act by reason of its fail- 
ure to pay compensation weekly to the said 
BG. that self- 


insuring privilege shall he 


Raddom and therefore the 


taken away. 
Death of Joseph C. Naylor 

IND., 15.—Joseph 
C. Naylor, sixty years old, formerly of Indian- 
apolis and at one time manager and principal 
owner of the Indiana and Ohio Insurance Com- 
pany, died at his residence in San Diego, Cal., 
He suffered a stroke of paralysis in 


INDIANAPOLIS, September 


recently. 
October, 1922, while serving as manager of the 
Stock Insurance 
Company and recovered. He was a 
native of Lafayette, Ind., where he was born 
in 1863, and resided in Crawfordsville for the 


Farmers and Breeders Live 


never 


ereater part of his life. 

Just previous to the sale of the Indiana and 
Ohio Insurance Company to the Hartford In- 
surance Company, four years ago, Mr. Naylor 
resided in Indianapolis. He was twice married, 
his first wife being a Miss Carter, a belle of 
Paris, Ky. She died fifteen ago, and 
four years later he married Miss Annie Keeney 
of Crawfordsville, who survives. Mr. Naylor 
also is survived by a daughter, Miss Lillian 
Naylor, a resident for a number of years of 


years 


Indianapolis. 


Home Pays $1500 

Cloudy weather was responsible for the pay- 
ment of a check of $1500 sent recently to the 
University of Indiana by the Home Insurance 
Company of New York in connection with a 
rain insurance policy. Bad weather prevented 
an expedition from taking photographs of 
scientific value of the eclipse of the sun, which 
should have been visible in Ensenada, Lower 
California, Mexico, on September 10. The 
university sent the expedition to Mexico in 
charge of Professor William A. Cogshall and 
the insurance was taken out “to conserve the 
sum for The total in- 
volved premium was $150. A similar policy 
was issued in connection with an expedition 
organized by the Swarthmore College and as 
announced in Tue Spectator of September 6. 


7 


scientific research.” 


QUEBEC CONVENTION 


Details of International Claim Asso= 
ciation’s Meeting 


INSURANCE SUPERINTENDENT OF 
CANADA SPEAKS 


Policy Riders Considered—Scientific Deter= 
mination of Causes of Death—List of 
Delegates Present 


(By a Staff Correspondent) 


Quepec, CANADA, September 13.—Due to the 
unavoidable absence of Glenn A. Harsh, vice- 
president of the Federal and Savings Insurance 
Company, his paper on “Abnormal Ratios” was 
read by the secretary. It said in part that the 
field of accident and health business is not yet 
as developed as it should be and premiums are 
inadequate at present. The increased cost of 
living and decreased value of the dollar and 
the fact that economic experts agree that prices 
will not change very much should not make it 
difficult to justifiably increase the premittm ade- 





NEW OFFICERS 
International Claim Association 


President—Robert R. Harold, Pa- 
cific Mutual Life. 

Vice-President—Stewart La Mont, 
Metropolitan Life. 

Secretary—John 
States Casualty. 

Treasurer—F. L. Templeman, Mary- 
land Casualty. 

Librarian—Bayard P. Holmes, of 
New York. 

Executive Committee—John A. Mill- 
ener, Chairman; Frazar B. Wilde, 
Robert M. Sweitzer, Herbert Dibble, 
Ralph Ferson. 


Bennett, United 











auately. This inadequate premium situation is 
one of the principal causes of abnormal ratios. 
The next speaker, G. D. Finlayson, Superin- 
tendent of Insurance of the Dominion of 
Canada, stated that the development of acci- 
dent and health insurance in Canada has very 
closely followed the development in the United 
States. There is very little unfair or unjust 
contesting of claims by the companies on rec- 
ord in Canada. In some cases, however, there 
have been good grounds for complaint, the diff- 
culties often arising on account of the agent. 
It is not easy to reconcile policyholders to the 
operation of the cancellation clause and also to 
the elimination of coverage on any one disease. 
The companies should make efforts to overcome 
this discontent. 


Riper CLAUSES DISCUSSED 

A considerable discussion followed the Com- 
missioner’s address on the subject of riders, 
which brought out that such riders were not 
generally insisted upon by the companies ex- 
cept in compelling instances. George Burgess 
Magrath, medico-legal pathologist of Boston, 
was unable to be present and his paper on im- 
portance of scientific determination of the cause 
of death was read by David Case. Determina- 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 


Liberal Commissions. Both 
Standard and Sub-Standard Risks. 


ER. 














On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 


happy and successful? 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 








Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to _policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 
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tion as to whether death is due to disease or in- 
jury is important and the appropriate time for 
investigation of death is immediately after its 
occurrence. Several cases were cited illustrat- 
ing the necessity of the most careful investiga- 
tions to ascertain the cause of death. Such in- 
vestigations facilitate the prompt settlements of 
claims and serve the ends of justice. John King, 
of the Hooper-Holmes bureau, reported that 
the bureau received a total of 598,000 accident, 
sickness and impairment reports during the 
year ending June 30, 1923. 


Among those present were: 


R. E. McGinnis of Indemnity Corporation of 
Kansas City, S. C. Carroll of insurance de- 
partment of Topeka, R. A. Barrowman of I. S. 
T. M. A., Lawrence E. Brown of Continental 
Casualty of Chicago, C. F. Davis of Indemnity 
Co. of New Orleans, M. Barrett Walker of 
United States I*idelity and Guarantee Company, 
Baltimore; Robert M. Sweitzer of I. C. M. A,, 
George R. Bacon of Massachusetts Accident 
Company of Boston, David N. Case of the 
Travelers Insurance Company of Hartford, W. 
R. Carnduff of General Accident Insurance Cor- 
poration of Philadelphia, John J. King Hooper, 
Holmes bureau; Albert H. York, Phoenix 
Mutual Life Insurance Company; Wm. R. 
Hamner, Phoenix Mutual Life Insurance Com- 
pany: G. E. Hamilton, Phoenix Mutual Life 
Insurance Company; G. L. Waters, National 
Accident Company of Lincoln, Neb; E. L. 
Geddes, National Accident Insurance Company 
of Lincoln, Neb.; Harry Z. Esterly, American 
Casualty Company; W. B. Nesbitt, M. D., the 
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Commercial Travelers Life and Accident Asso- 
ciation of Cleveland; Bruce T. Fork, Standard 
Life of Pittsburgh; Ralph W. Gabriel, Hart- 
ford Accident and Indemnity Company of 
Frisco; J. J. Mackay, Standard Accident In- 
surance Company of Detroit; Wm. Edgar 
Brimstin, Federal Life Insurance Company of 
Chicago; C. E. Spangler, Woodmen Accident 
Company of Lincoln, Neb.; M. E. Lindberg, 
Woodmen Accident Company of Lincoln, Neb.; 
Neil J. Brown, Hartford Accident and Indem- 
nity Company of Hartford; H. W. Ray, 
Hoosier Casualty Company of Indianapolis, 
Ind.; Austin J. Demeree, Preferred Accident 
Insurance Company; W. A. Rankins, American 
Old Line of Lincoln, Neb.; Ira F. Seiby, Com- 
mercial Travelers Eastern Accident Association, 
Boston: W. T. Mitchell, State Mutual Life 
Assurance Company of Worcester; C. H. 
Munsell, Masonic Acciflent Insurance Company, 
Springfield, Mass.; D. H. Shepherd, Masonic 
Accident Insurance Company, Springfield, 
Mass.; Dr. Earl W. Evans, United Commercial 
Travelers of Columbus, O.; A. R. Chamber- 
lain, Equitable Life of U. S. A., New York; 
I]. Hobart, Ministers Casualty Union, Minne- 
apolis; Arthur P. Woodward, Connecticut Gen- 
eral Life Insurance Company. of Hartford; H. 
W. Frankford, Standard Life Insurance Com- 
pany of America, Pittsburg; Dwight L. Burn- 
ham, 7Etna Life Insurance Company of Hart- 
ford: L. Scott Roe, Boston Casualty Co.; R. 
IF’, Cavenaugh, J. C. M. A., Chicago; M. W. 
Vanauken, the Commercial Travelers Mutual 
Accident Association, Utica, N. Y.; T. B. 
Cookerly, State Traveling Mens Association; 
E. E. Elliott, Physicians Casualty Association, 
Omaha, Neb.; H. S. Beau, Eastern Casualty 
Insurance Company of Boston, Mass. 





Annual Statements As of June 30, 1923 


MISCELLANEOUS INSURANCE COMPANIES 


Cash 
Capital 
Fi lelity &: Deposit Cos. MGs osccsoecoas $5,000,000 
Hartford Acci. & Indemnity, Conn.... "1,000,000 
Hartford Live Stock, N. Y.......... 500,000 


Integrity Mutual Casualty, Ill........ 

Lloyds Plate Glass Ins, Co., N. Y.... 

Lumber Mutual Casualty Co., N. Y.. 

National Casualty Co., Mich......... 

New Amsterdam Casualty Co., N. Y. 
v 


2,000,000 
1,750,000 


New York Indemnity Co., N. Y....... 1,000,000 
Royal Indemnity Co., N. Y.......... 1,000,000 
Standard Accident Ins, Co., Mich.... 2,500,000 
Union Indemnity Co,, La. ......+0« 1,500,000 





Admitted Net Cash Claims 
Assets Surplus Premiums Paid 
$15,665,413 $1,247,743 $5,179,099 
18,548,028 3,658,876 8,527,332 
1,241,390 243,129 505,586 
L,@11,728 500,000 544,195 
1,934,735 402,617 535,490 197,930 
1,103,499 361,957 343,632 183,883 
559,778 167,756 670,962 333,993 
11,904,024 1,500,000 4,661,610 1,927,066 
2,838,523 $20,908 972,672 131,422 
18,560,795 3,523,284 7,342,035 2,961,051 
SG.GGr.eee 8 86=6l eewene. ‘theta scene 
5,937,874 934,266 2,654,435 1,143,226 


Semi-Annual Statements As of June 30, 1923 


MISCELLANEOUS COMPANIES 
Cash Admitted Net Cash Claims 
: Capital Assets Surplus Premiums Paid 
‘Etna Casualty & Surety Co., Conn. $2,000,000 $18,224,792 $3,997,286 $6,804,287 $2,094,056 
American Automobile, Mo...........- "300,000 ; 4,454,142 652,883 "2,026,086 "971,811 
American Casualty Co., Pa. ........ 500,000 1,831,305 368,900 616,155 185,548 


American Credit Indemnity Co., N. Y. 
American Surety Co., N. Y.......... 
Commonwealth Casualty €o., Pa...... 
Continental Casualty Co., Ill.......... 
Employers Indemnity Corp., Mo...... 
Employers Liab, Assur. Corp., Mass.. 
Federal Casualty Co,, Mich......... 
Fidelity & Casualty Co., N. Y 
rorgia Casualty Co., Ga. 
Globe Indemnity Co., N. Y.......... 
Hartford Steam Boiler 1. & I. €o., Conn, 


350,000 
5,000,000 
300,000 
1.500.900 
700,006 
250,000 
350,000 
4,006,000 
300,740 
1,500,000 
2,000,000 


Independence Indemnity Coz, Pao... 1,000,000 
Inter-Ocean Casualty Co., Ind....... 200,000 
Lloyds Plate Glass Ins. Co., N. Y... 750,009 


Loyal Protective Ins. (oe Ee 100,000 


Lumbermens Mut. Cas. Co., Tll.....22 0 we eeee 
Masonic Accident Ins. Co., Mass..... 100,000 
Mass. Protective Assn., Mass.........- 500,060 
Metropolitan Casualty Co., N. Y..... 750,000 
National Relief Assur. Co., Pa...... 100,000 
North Am, Accident Ins. Co., Ill..... 200,001 
Norwich Union Indemnity Co., N. Y.. 500,000 
Ocean Accident & Guarantee, N. Y 750,000 
Pheenix Fndemmity Co... Ne Ms cok 800d 500,000 
Ridgely Protective Assn., Mass...... 109,000 
Southern Surety Cos, Towa........-- 1,000,099 
Travelers Indemnity Co., Conn...... 1,509,000 
United States Casualty Cc., N. Y..... 1,000,000 
U. S. Fid. & Guaranty Co., Md..... 5,000,000 
Zurich Gen, Ace. & Liab. Ins. Co., Ill. 00,000 


2,514,402 
16,295,137 


847,967 
2,081,068 


$15,248 
4,626,687 
577,066 
6,546,135 
968,843 
11,875,757 


217,421 


311,510 
1,379,692 
234,859 
3,036,382 
572,963 
5,503,975 
84,309 


$27,648 26,609 
10,591,014 


2,636,976 


750,307 
137,967 


7,818,228 





10,185,807 4,230,620 

1,476,793 757,541 

20,091,525 8,069,888 3,661,082 
11,508,759 2172172 290,984 
3,485,570 1,174,442 72,234 


$40,251 
1,912,097 
657,459 
2,740,414 
$45,603 


3,385,988 


248,801 
128,637 
361,922 





2,366,103 


648,135 269,315 


609,500 
714,827 


2,276,928 


204,396 72,914 172,053 75,433 
1,227,262 183,354 1,003,876 454,528 
2,695,162 £58,025 1,230,283 437,315 

19,280,259 648,521 7,178,837 3,416,461 
1,460,423 396,211 453,596 69,496 

624,258 182,933 675,018 429,351 

6.765,626 577,516 3,220,463 1,641,599 
11,003,038 1,307,692 4,068,053 1,702,374 


9,019,839 
36,921,008 
11.954.510 


1,170,902 
6,094,657 
1,091,592 


3,957,752 2,046,516 
14,307,401 7,128,843 
4,427,591 2,176,555 


WESTERN UNION SESSION 
St. Louis Agreement Chief Topic of Dis- 
cussion 

Cuicaco, Itt., September 15.—Yesterday 
there foregathered at Montreal a large and 
powerful group of fire insurance men, Chicago 
managers and eastern executives, all in at- 
tendance upon one of the most important ses- 
sions of the Western Union which has been 
held in recent years. A few weeks ago this 
meeting promised to be a quiet and peaceful 
affair, which would go on toward the further 
solution of the large cities problem. The 
agreement at St. Louis had been signed and 
was in effect and a somewhat similar agree- 
ment at Chicago was in temporary abeyance 
until sufficient agents were in from their vaca- 
tions to put the thing through. Now all that is 
changed—the St. Louis agreement has gone 
into the discard, some say permanently, and 
the Chicago plan is said not to have a chance 
of ever seeing light. 

It is hard to say how long the large cities 
problem has agitated the Western Union and 
the Western Insurance Bureau, but certainly 
for a good many years. In that time effort 
after effort has been made to reach a solution 
and to put a stop to methods nothing short of 
disgraceful, but which continue to obtain in a 
number of the large Western cities. Probably 
none of these efforts has ever met with any 
more spectacular failure than the latest, the 
St. Louis agreement. Every Western manager 
is full of the subject and it will be the chief 
matter of discussion at the Montreal meeting. 
At that time it will be decided whether or not 
some new action will be taken or whether the 

(Continued on page 31) 
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Fidelity @ Surely Bonds 


| ofevery character and 
description : 





Prompt Service 
Intelligently rendered 


Desirable Agency 
Territory available 





Correspondence Solicited 
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RALVH B_ IVES, President 


Tourists’ Baggage 

Use and Occupancy Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion, 


Firs Rental Value 
Marine 
Automobiie Profits 

Tornado Sprinkler leakage 
Ren: Registered Mail 

] easehold Parcel Post 


Losses Paid over $223,000,000 








UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 


Reserve for Unearned Premiums.............. $1,161,651 .59 

ened ES otc a ana ae 329,994.01 

RUEIRRNERR es ee i vias Guess $500,000 .00 

MR RAINES oo is ls oo Caister 1,079,671 .23 

Surplus to Policyholders.................. 1,579,671 .23 
fe | ee $3,071,316 .74 


E. B. Addison, Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 














ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S swoURANGE COMPANY 


OF NEWARK 
Cash Capital, . . . . $2,250,000.00 


Net Surplus, . . . . 4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 





WESTERN DEPARTMENT 
NEAL BASSETT, Pres. & Mgr. 
WELLS T. BASSETT Sec’y & 

Asst. Manager 
CHICAGO, ILL. 


EASTERN DEPARTMENT 
NEAL BASSETT, President 
JOHN KAY, Vice-Pres. & Treas. 
A. H. HASSINGER, Secretary 

NEWARK, N. J. 




















Of great moment 


is the question of “‘spoiled” and ‘‘not taken’’ policies, which was 
thoroughly discussed at the National Convention of Insurance 
Commissioners held recently at Minneapolis. Quoting from an 
address by Insurance Commissioner Howard P. Dunham of 
Connecticut: 


‘“‘It must be admitted that the problem of ‘not 
taken’ insurance policies is a serious one. It is 
serious for two reasons: first, because it is a sign 
of low business ethics, and second, because it is 
waste.’’ 

To reduce the waste in your agency caused by “not taken’’ 
policies, sell coverage carefully, handle renewals only after a 
check up on conditions, and place your business in companies 
whose integrity, financial strength and loss paying records are 
unquestioned. 

‘‘Place it in the Fidelity-Phenix.” 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 
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HENRY EVANS 


Chairman of the Board 


C. R. STREET 


Cash 
Capital: 
Five Million Dollars 
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UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 
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President Coolidge to Send Message 


President Coolidge has been requested by 
Chairman T. Alfred Fleming of the Fire Pre- 
yention Week Committee of the National Fire 
Protection Association to send a special message 
to the first International Fire Prevention Con- 
sress which will be held in New York city in 
conjunction with the National Fire Prevention 
Exposition during Tire Week, 
October 8 to 13. James L. Case, past president, 
National Association of Insurance Agents, will 


Prevention 


appear on the program instead of Frank R. Bell 
as previously announced. 

The widespread interest in fire prevention 
this vear is an evidence of the fact that the 
public has been shocked by the appalling fire 
record of 1922 into a realization of the critical 
need for constructive measures for promoting 
public safety from fire hazard. The sacrifice 
from fire last year represented forty human 
lives each day, $1000 worth of property for 
every minute, one dwelling for every four 
minutes, one farm building for every seven 
minutes, fifteen hotels for every day, five school 
houses for every day, five churches for every 
day, four general storage warehouses for every 
day, one hospital for every day, a total of 
$521,000,000 worth of property in 1922. This 
is equivalent to the interest on a capital sum 
of $10,000,c00,000, which represents America’s 
huge investment in senseless and unnecessary 
destruction. 


‘Pgricultar rary 
of Waterton NBS 


70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets......... 8,036,901.63 
Liabilities. .... 4,955,239.55 


Net Surplus to 
Policyholders. 3,081,662.08 





Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion {Insurance 


New York State 
F, F. Buell, General Agent, Tro 
E. J. Parmelee, S. A., Syracuse . 
- H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
.... New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E. 17thSt., Bklyn 
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NEW YORK SURVEYS 
The Classes Are Opening.—If any stu- 


dents, men or women, are contemplating courses 
in insurance this fall, they should become busy 
i regard to this matter. All of the classes are 
opening, the space is limited, and applications 
should be made early. The classes of the insur- 
ance society will not open until later in the 
season—that is, following the initial meeting 
October 3. 


What Might Have Been.—We recall hear- 
ine the story of the seller of some commodity 
who, on being offered the price which he asked 
tor his article, felt very much grieved, this feel- 
ing being due to the fact that he felt he might 
have asked very much more and obtained it as 
easily as he did the price he asked. The point 
ot this is that if you will read somewhat care- 
fully the decision of the court in declining, ex- 
‘ept in a minor respect, to change the mandamus 
which was handed down in regard to the ser- 
vice of rates, etc., you will discover that the 
court intimates, possibly more than intimates, 
that if they had asked in the first place for 
the service without signing at all, they might 
have got it. In other words, they fell short 
of getting all they could possibly have wanted 
simply because they did not ask for it. 


Uniformity or Standardization—In a 
steadily increasing discussion of this subject, 
it is worth pointing out that one of the objec- 
tions raised to unifcrmity arises from classify- 
ine it with standardization. The two things 
are different, and 
well, it does not follow that uniformity is. 


Standardization, whether of a product or a 


while standardization is 


performance, means that it is done with the 
fewest motions in order to achieve the desired 
result, while uniformity means that the same 
thing is done always in the same way. The 
first is possible, and has proved of value; the 
second is possible, but is not as valuable, be- 
cause it generally attempts to deal with things 
which ought not te be uniform, but they are 
thought of the same as standardized, and 
hence are treated in the same way. We can go 
as far as we wish in standardizing things, but 
we want to be careful how far we go with uni- 
formity; in other words, intending to make 
identity our main object. 


PHILADELPHIA NOTES 


Virden K. Simpson, one of the most prom- 
inent young men along the street, and a very 
active member of the Insurance Advisory 
Board here, was married last week to Miss 
Florence Hancock of Overbrook. After an 
extended tour through the New England States, 
Virden and Florence will be at home in their 
little “Love Nest” out in Penfield. After all 
this, Simpson may again be found at the office 
of Walter Detweiler and Company, with which 


firm he is associated. 


II 


Strange as it may seem, the better element 
in the insurance business in Philadelphia (and, 
really, they number up in four figures at least), 
who have been more or less disheartened by 
their life-long efforts in behalf of the insuring 
public, are unanimous in their declaration that 
they made a mistake by not going into the 
movies or the theatrical profession. Of course, 
Mark Goodwin and several others did try it in 
the early days; but the grass always being the 
greenest on the other side of the fence, they 
came over. 

Only recently the theatrical committee of 
the “Red Roosters,” the counter men’s organi- 
zation here, filmed Uncle Tom’s Cabin with 
great success. It is therefore suggested that 
an exchange of effort be made, about as fol- 
lows: Ralph Reeves, property man; Bart Hill, 
camera man; Fred Buckley, director. A group 
of efficient “amateur-professions” (self-styled, 
of course) would be “tickled skinny” to be 
placed in the limelight (not limeade) at Holly- 
wood or on Broadway. This crowd would 
relinquish their positions here with various 
movie stars at once and forego the future 
pleasure of serving the “dear public” in the 
matter of insurance—mostly because there is 
a “heap sight” more real cash in the theatre 
and movie game—and out of the goodness of 
their little hearts they would want to see the 
big t-h-e-a-t-r-e insurance company get in with 
the best people in that business; that is to say, 
the first families. Jobs would be traded, of 
course, only on the basis of current salaries. 

Seriously, however, it would seem the movie 
people had best keep on “movieing’’ and the 
stage people “staging,” that is, if they really 
want to stay in a business where their troubles 
“perfume” and 


” 
’ 


are mainly of a “hair net 
“Sweet Smiles” nature—we’ve none of this in 
the insurance profession. The average in- 
surance man realizes “every day in every way” 
that he has more and more to learn to protect 
an unappreciative public, and he 
realizes this because it is usually the “curtain 
raiser” at the office every morning. 

But, getting back to the proposed insurance 
company, with its $25,000,000 capital, here is 
what appeals to the insurance men and women 
in America most, and they might offer this as 
a fair proposition to the promoters of this 
company: “Use this $25,000,000 toward the 
development of better pictures, more whole- 
some plays, and give a little more pay for the 
extras.” The insurance men and their families, 
numbering about 1,000,000 people in the United 
States, will do their bit to help pay bigger div- 
idends to the theatrical enterprise by more 
regular attendance in the houses where such 


insuring 


quality is given. 

Miss Margaret S. Hershey, popular young 
lady connected with the Philadelphia office of 
the Insurance Department, sailed last week for 
a two weeks’ trip to the Bermuda Islands. A 
large party of friends assembled at the pier. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 


Thursday 
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ACACIA MUTUAL LIFE ASSOCIATION 


Formerly the Masonic Mutual Life Assn. of the D. of Cc 


Insurance in Force Over $135,000,000.00 
Assets Over $8,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 
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HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“tone of theleading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
“Write for Financial Statement 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 


























NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in lOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 


DES MOINES, IOWA 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 
Wichita, Kansas 


Executive Offices, 








A GROUP OF 


life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting, 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected ieee ices, 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a a 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20 
Up Against It., 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, ‘$10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $6 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 


; per 500, $12; per 100, $3. 
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VIRGINIA FIRE AND MARINE 


Developments in Company’s Struggle 
to Remain Independent 


J. M. MILLER, JR., SEEKING CONTROL 
Bank President Sends Letter to Stockhold= 
ers Extending Time Limit from Sep- 
tember 1 to October 1 
RicuMoNp, VaA., September 17.—Although 
there have been no apparent developments in 
Richmond in the matter of acquiring control 
of the majority of stock of the Virginia Fire 
and Marine, during the past two weeks, in- 
terest continues in the case. According to cer- 
President Palmer and Secretary 
have succeeded in 





tain reports, 
Lewis, with their associates, 
getting a large number of stockholders to join 
the proposed voting pool, which is seeking to 
acquire a majority of the stock, and trustee 
it without power to vote for a period of ten 


On the other hand, there are also rumors 
hat John M. Miller, Jr., president of the First 
National Bank, who has been making an active 
effort to secure control, that he might sell the 
same to the Home Insurance Company of New 


York, 


be interviewed. 
Vice-President 


Buswell of the 


the statement that his company 


particularly anxious to buy the Virginia com- 


pany, 


Marine’s 
to a considerable extent. 
agents in Richmond are rather inclined to this 


opinion 


Other rumors have been credited in Rich- 
to the effect that a Hartford company, 
and a New York company were also making 
in the Virginia Fire 
and that the latter company had 
succeeded in getting quite a number of shares. 


mond 


an effort to 
and Marine, 


agency 


also. 


buy 


plant, 


stock 


upsetting 


Home 


has got quite a sizable block of stock. 
Mr. Miller is out of Richmond, and could not 
Reports in New York credit 
with 
no longer 


as the publicity given to the case has 
reacted unfavorably on the Virginia Fire and 
the agents 
Field men and local 





Semi-Annual Statements As of June 30, 1923 


FIRE INSURANCE 


years, beginning in February, 1924. 
Cash 
Capital 
Ailianee Tne: Gos, Pairs since silciyiesis x or6 $1,000,000 
American Central Ins, Co., Mo........ 1,000,000 
Atlantic Mutual Bite, Gacccscccccecs  seeeerne 
Bankers Mutual Fire, Mass........... 200,800 
Berkshire Mutual Fire, Mass......... = ..ee.- 
Caledonian Ins. Co., Cont...s 2.0. 537,500 
arouna Wwutiar 16, Coss Sy Ceiscs scsi: ze erate 
Concordia: Pite,; Wide. oc:0 0.0006 esis.coas 750,000 
Central Mfrs, Mutual, GR aciccenns lw eacests 
Columbia Ins. Co., | Perro ee 400,000 
Paar ge Fire, (ci ea 1,000,000 
Equitable Fire & Marine, R. I......... 1,000,000 
Fidelity Phenix Fire, Ni Yo.s<sos.<s 5,900,000 
Fire Association of Phila., Pa........ 1,000,060 
Firemans. Fund Ins. Co., Cabse.<..cs.6 050: 3,000,000 
Mieniena Thos CO, INS, Pace a's 6:6.0/o.0 se 5 ore 2,250,000 
Fitchburg Mutual Fire, Mass.........  seecee 
Globe & Rutgers Fire, N. Y.........--. 3,500,000 
PEattiOte Pate CONC care ce cieistnw eo s'ee os 8,000,000 
Hardware Dealers Mutual Fire, Wis. ...... 
Home Pitre: & Marine, Cali is.e6c 66s esi 1,000,000 
Indiana Lumbermens Mutual, Ind..... = ...... 
Ins, Co. of North America, Pa... <. «> 5,000,000 
Ins. Co. of the State of Pa., PAB craveroiw oie 1,000,000 
London & Eancashice, Ni Viwscscececs —cesiecs 
Lumber Wathal Pire, MasSicccsccccscs <eeelds 
Lumbermens Mutual, Ohi0...cccs00002 «esses 
Maryland Motor Car Ins. Co., Md..... 500,000 
Massachusetts Fire & *~ arine, Mass... 500,000 
Mercantile Ins. Con N. Wise. osceenctes 1,000,000 
Meéteantile Mutual Bire; Re Tiscecccccs  seeees 
Mechanies Ins. Cov, Pac <.c cee s0v%0%'s 609,000 
Merchants & Mfrs. Mutual, Ohio..... = ....-- 
Millers: Mutual Pire, VexasS.c.cccceeen 82 cunele’ete 
Minn, Implement Mutual Pine; Minti. |... Svea 
National-Ben Franklin, Pa........... 1,060,000 
National Fire Ins, Co., Conn.......... 2,000,000 
Watlofialeb there, ive Ms c.a 6 c:c-0cke-< sterner 1,500,006 
National Mutual Ins. Co., Ohio....... sw evens 
National Security Fire, i he eee 500,000 
National Union Fire, Pa...........00. 2,000,000 
New Hampshire Fire, N. H........... 2,000,000 
New Jersey Ins. Co., Ns Ji. oce-ee05 os 1,000,000 
New Zealand Ins. Co., (32| aoe paraeeres 400,000 
Niawaea liner Nod Wins accede aticcnsse 3,000,000 
North British & Mere: antie. NG Ys asses 460.000 
Northern Ens, Co,, Ni Vo. c:« cece aces 500,000 
Northwestern Mut. Fire Aesth., Washe. 9 ssinaes 
Norwich Union Fire Ins. Soc., N. Y.... 0 eevee 
Ohio Hardware Mutual, 70) fs eee a ee 
Uren Ens. €o., (Contiescc cc ences 2 1,000,000 
Pa, Lumbermens Mutual Fire, Pa..... 0s. ee 
Pa, Millers Mutual Fire, Pa........-. 0 eevee 
Beific: Mare. Ne Woo dso dccn.e > dais cle/etes 400,000 
Peoples National Fire, Pa..........-- 1,000,006 
Bittern Goritin: ‘cisre tnereccteisie os elelecsiores ares 3,060,000 
Richmond Ins, Co., N. Yo.cseceeeeees 500,000 
Retail Hardware Mutu il rs Mees  “<Ketess 
Savannah Fire Ins. Co., Ga.....-.eee- 200,000 
Southern Mutual Ins. Co., ¢ Gi cccctcs | Reh aree 
tandard Fire, — Dan BRED AK 500,000 
Stuyvesant ey ean 700,000 
uperior Fire the eo Ws Tn iliac a do: exesices 059-6 800,000 
Texas State Mutual Fire, Texas....... «= -.--e- 
Thames & Mersey Marine, N. Y...... 200,000 


2,000,000 
1.900,000 


United States Fire Ins. Co. a. ls eae 
Westchester Fire, N. Y....sceccsceces 





Admitted Net Cash Claims 
Assets Surplus Premiums Paid 
$6,163,681 $1,000,000 $1,525,756 $751,187 

55 1,876,629 2,484,473 1,450,947 
142,631 124,505 26,713 

24,7388 37,693 18,562 

139,382 316,743 168,405 

3,968,150 1,169,760 1,495,484 810,326 
301,704 267,186 21,71% 3,829 
4,993,252 618,850 1,448,441 858,763 
2,343,915 1,213,129 1,021,136 490,390 
2,143,193 780, 619 575,076 290,577 


13,816,274 


4,163,878 


2,030,384 


4,013,095 1,750,031 696,014 302,468 
36,715,899 11,582,727 9,056.259 4,618,111 
16,497,573 5,159,545 3,153,888 2,859,372 
23,812,466 4,802,566 9 ,444,944 De 


15,761,589 
739,544 
52,047.973 
69,413,142 





4,808,393 
163,748 
14,972,345 
13,371,489 











9,001,044 
5,422,305 


1 





1,489,722 469,609 "968. 441 348,920 
4,120,468 1 141,221 1,088,401 562,164 
1,747,648 2.53 631,090 96 24 


43,112,446 
5,147,103 
8,105,630 





1 1, 248,! ae 
1,018,43 
ieonees 


15,050,824 
1,792,640 


1,738,567 





3 
7,402,370 
774,887 


1,031,692 


2,163,414 1,601,759 624,979 255,501 

1,930.968 815,454 914,009 488, ae 
973,299 115,996 166,958 41,352 

1,397,741 536,667 171,298 Bil, 800 

4,623,097 1,145,240 1,477,857 715,265 
589,623 307,665 247,640 6,179 

3,586,606 915,214 767,429 358,932 
236,555 60,499 119,701 42,969 
709,566 381,448 335,453 

1,650,032 468,001 1,055,865 


4,266,429 
31,384,727 


Bi, 819, 899 





1,071,208 
8,916,620 
2,885,902 


1,667,877 


3,315,120 











141,945 200,069 55,008 
i - 338,643 92,928 54,962 
9°796. ps 3 1,299,048 3,257,276 1,681,356 
11,484,3° 3,431,546 2,593,761 1,492,610 
soa sa 139,315 856,226 434,422 
2,271,272 a7e 356 626,799 3513 
16,938,233 3,125,209 6,325,666 3,244,333 
13,520,614 ry 608,486 : a 2,213,040 
3,034,967 727,850 846, 029 509,335 
2,397,163 359,253 1,516,898 


6,180,549 
367,915 
6,049,868 





1,684,579 
180,667 
1,300,624 











2,284,454 
196. 240 
1,195,994 











1,921.196 1,371,195 580,794 
1,425,979 864, 181 386,934 L 
8.458,916 59 2,417,964 730, 
2,402,061 507,110 314, 
26,917,374 7,068,408 2,923,353 
1,811, 195 ) 845 bs a7 2 476,386 363.396 
é 991,787 425,863 
‘ 183,895 96,585 
808,097 170,874 51,997 
ay ‘6! 57,452 320,507 394,688 233,860 
2,667,169 281,811 q, 122,7% 35 652,494 
3,806,949 714,962 1,161,727 479,065 
226,714 67,300 92°37 34,180 
1,436,465 587,180 480,071 191,567 
16,737,693 4,012,635 5,883,307 2,861,546 
19,680,174 1,943,433 3,784,069 2,257,125 


considerable feeling in Richmond, 
fire insurance circles, but among 
business men and bankers over the situation. 
The Virginia Fire and Marine is over ninety 
years old, and has had an honorable and sub- 
stantial growth throughout its long career, re- 
covering from the conditions brought about 
by the Civil War, which might have forced 
more timid men than those charged with its 
management to go out of business. A great 
deal of local pride is felt in the institution, and 
many express the hope that it will remain 
independent under its present management, and 
will be continued as a Virginia company, owned 
and operated by Virginians. 

John M. Miller, Jr., of Richmond, presi- 
dent of the First National Bank of that city, 
who is attempting to secure control of the Vir- 
ginia Fire and Marine, in order that he may 
in turn sell it to the Home of New York, 
or some other large company, has addressed a 
letter to all stockholders of the company, ex- 
tending the time limit for purchase of their 
stock from September 1 to October 1. When 
Mr. Miller’s first communication was sent out 
on August 11, he stated positively that his offer 
would remain open until September 1, 
but he states now that he has decided to hold 
it open until October 1, as many stockholders 
were away on their vacations and have not had 
time to act, and others wanted to make an in- 
vestigation of the affairs of the Virginia Fire 
and Marine before reaching a decision one 
way or the other. Mr. Miller also states that 
he has reserved the right to grant a further 
extension of time after October 1, if he sees 
fit. 

It is reported in Richmond that officers of the 
Virginia Fire and Marine have secured approxi- 
mately 8000 shares of the company’s stock to 
be held in trust for a period of ten years. 
There is a total of 20,000 outstanding shares 
whose potential power is yet to be heard from 
and which may yet prove an important factor in 
The above report is un- 


There is 
not only in 


only 


the status of the case. 
confirmed. 


National Fire Rating Proposal 


(To the Editor of THe Spectator) 

Perhaps you noted in Insurance Superin- 
tendent Stoddard’s address at the recent con- 
vention of Insurance Commissioners, which has 
been widely quoted, that he recommended the 
appointment of a National Rating Organiza- 
tion which should be prepared to take over 
the rating of the entire United States, and then 
noted further that “with such a National Rat- 
ing Organization, rating will then become an 
adjustment of rates based upon experience, as 
it properly should be.” 

The rating committee appointed by the Na- 
tional Board of Fire Underwriters to confer 
with the Insurance Commissioners is now at 
work upon this proposal and its findings are 
to be submitted to the National Convention of 
Insurance Commissioners at their December 
meeting. 

I hope this indicates a strong purpose on the 
part of Mr. Stoddard to insist upon the adop- 
tion of some experience rate-making system 
when that question arises between the Insur- 
ance Commissioners and the National Board 
Committee. 

UNDERWRITER. 

Baltimore, September to. 
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Western Department 


PROSPECTING FOR PROSPECTS 


XPERIENCE shows that prospects are never found 

until they have been created. A need, not a salesman, 
makes the prospect. A list of names may constitute a 
potential market—but not necessarily a list of prospects. 
Men who have never bought insurance are only potential 
buyers, but men who have bought some insurance are 
real prospects. 


Take for example, Sprinkler Leakage Insurance. Many 
property owners have never even heard of it, and there 
are many more who have never been correctly imformed. 
Yet both have installed automatic sprinkler systems— 
(1) for fire prevention—(2) for reducing fire insurance 
cost. Manufacturers, merchants, warehouse men and 
others in these two groups are prospects who can be sold 
Star sprinkler leakage policies. Sprinkler leakage also 
presents an unusual opening to offer your client complete 
protection by adding one or more of the covers here listed 


It is also worthy of note that only a very small amount 
of the total available sprinkler leakage business has been 
placed. When you are next prospecting for prospects, 
think of this opportunity. 


Fire Postal 
Automobile Profits 

Tornado Transportation 
Sprinkler Leakage § Commissions 
Explosion Strike, Riot and 





Use and Occupancy Civil Commotion 


oc 
Sy EAE 
Insurance Co. 


OF AMERICA 


Executive Offices: 1 Pershing Square 
42nd Street and Park Avenue, New York, N. Y. 





Southern Department 


CHICAGO NEW ORLEANS 


Pacific Coast Departmen 


SAN FRANCISCO 





THE COMPANY WITH THE “L & L. & G.’’ SERVICE 











FIRE AUTOMOBILE MARINE 


rst [AMPTON ROADS 


FIRE 4 MARINE 
Insurance Company 


’ NORFOLK, VIRGINIA 


Address: Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 


President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











THE LEADING FIRE COMPANY 
OF THE 


WORLD 





COMPANY 
LIMITED 
















North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 











The fidelity and (ually (inpany of NewYork 


—1876— ROBERT J. HILLAS, Pres. —1923— 





Total Assets - - Over Twenty-nine Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policyholders Over Eight Million Dollars 


Losses paid to June 30, 1923 about Ninety-eight 
Million Dollars 














CASUALTY LINES. Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT “ 
uiasiity |Casualty Insurance| contract 
COMPENSATION FID 
AUTOMOBILE and —— 
BURGLARY OFFI 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR ae 
BOILER FRA 
ENGINE EXCISE 
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AGREEMENT RUPTURED 


st. Louis Fire Underwriters Associa- 
tion Rescinds Action 


SPECIAL MEETING HELD 


Commission Struggle Likely—Members 

Vote in Support of Executive Commit- 

tee Decision 

Sr, Louts, Mo., September 17.—The St. Louis 
situation has been entirely reopened. At a 
‘oint meeting of the executive committee and 
special conference committee of the Fire Un- 
derwriters Association of St. Louis on Thurs- 
day, September 6, it was unanimously voted to 
rescind the action taken on June Ir in adopting 
certain rules regulating agency limitation, com- 
missions and brokerage known as the July 1 
agreement. 

A special meeting of the entire membership 
of the association, of which there are forty- 
six voting members, was held on Tuesday morn- 
ing, September 11, in the association headquar- 
ters, 433 Pierce building, for the purpose of 
acting on the committee’s procedure of Sep- 
tember 6. This action was necessary, as on 
June 21 by a vote of 29 to 12 the membership 
as a whole ratified the executive and special 
conference committee’s action in entering into 
the July 1 agreement. 

The fire underwriters voted unanimously to 
accept the executive committee’s decision 
rescinding the July 1 agreement. 
was taken after President Hemenway read a 
letter from Chairman W. L. Lerch of the joint 


This action 


conference committee requesting that the mat- 
ter be delayed until after the Union meeting in 
Montreal, September 19 and 20. 

It is believed in St. Louis underwriters’ circles 
that no power on earth can save the agreement 
now and that, with the ante-agreement status 
restored, St. Louis will witness a commission 
war the like of which has never been waged 
before. 

Shortly after the meeting of September 6 
had adjourned President W. D. Hemenway re- 
ceived word from Chicago, as stated above, re- 
questing that action by the executive committee 
and the association as a whole be postponed un- 
til after the bureau meeting in Chicago. How- 
ever, the request from Chicago arrived too late. 

President Hemenway expressed extreme re- 
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The Signature has been made 
a Household Word by the 

















egret that the July 1 agreement had crashed to 
the ground. 

“We were nearer a solution of the entire St. 
Louis situation than at any time during the past 
thirty years,” he said. “The Fire Underwriters 
Association of St. Louis made an earnest and 
honest effort to put the agreement across. How- 
ever, due to the unwillingness of some com- 
panies to live up to the stipulation for a limita- 
tion of agents the whole structure we had 
erected tumbled down. 

“Responsibility for the failure of the plan to 
carry should not be placed at the doors of any 
one company. Much has been said about the 


New York 


that situation could have been handled equitably 


Underwriters, but I am sure that 


and satisfactorily, and that it of itself could 
not have blocked this splendid plan for solving 
the problems here. 

“But apparently some companies had no inten- 
tion of living up to the agreement. At any rate 
they never co-operated as they should. On 
the other hand, some companies conscientiously 
set out to live up to the exact letter of the 


“agreement; reduced their Number 1 agents to 


the prescribed three and paid no more than the 
commissions allowed to brokers or No. 2 agents, 
and otherwise did everything in their power to 
put the agreement across. 
the cost 


However, they paid 
by reduced business from_ brokers, 
etc., because other companies went ahead pay- 
ing the old commissions, ignoring every stimu- 
lation of the new plan.” 

Other St. Louis underwriters expressed the 


belief that never again will the agents enter 


John Hancock made the signature famous 
by signing the DECLARATION OF INDEPENDENCE 


Key) Chartered in 1862, in SIXTY-ONE YEARS it has grown to be the 
‘1 LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND 


4 
ne An Endowment or Income-for-Life Policy is the Policyholder’s 
re DECLARATION OF INDEPENDENCE 
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into an agreement with the companies relative 
to a limitation of agencies or a reduction in 


commissions. They are bitter in their de- 
nunciation of certain companies, which they 
accuse of double-crossing their competitors. 
The following laconic part of the message 
notifying the members of the St. Louis asso- 
ciation that the July 1 agreement had been 
thrown into the discard was forwarded from 
the association headquarters late on Septem- 


ber 6: 


To All Members: 

The executive committee of your association, 
at its special meeting held this morning, unani- 
mously voted to rescind its action of June 11, 
1923, adopting certain rules relating principally 
to agency limitation, commissions and brokerage. 

The situation created by the action outlined 
above has been the chief topic between under- 
writers wherever met and developments are 
eageriy awaited. 

National Liberty Changes 

The National Insurance Co., 
New York, has named its board of directors 
On the 
rearranged board, Wm. G. Armstrong acquires 
the additional title of vice-president and R. 
M. Nevins succeeds J. B. Guthrie. The mem- 

M. J. Averbeck, chair- 
man of the board; C. H. 
Wm. G. Armstrong, vice-president and secre- 
tary; Louis Pfingstag, vice-president and 
secretary; B. B. R. M. Nevins, M. 
Stilson, L. A. Barr, assistant secretaries; Ben- 
jamin B. Avery, general counsel. 


Liberty Fire 


in accordance with changes planned. 


bership is as follows: 
Coates, president; 


Weaver, 









M. J. AVERBECK, Chairman of the Board 


Head Office: 709 Sixth Avenue, New York 





Organized 1859 


Losses paid since organization over 54 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


C. H. COATES, President #€ JNSURANCE ISSUED 
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PROGRESS OF THE GLOBE 
Ist SIX MONTHS 1923 
Over Same Period of Last Year 


GAIN IN INSURANCE IN FORCE........ 71 PER CENT 
Cr N BOE GR CCS OF |e 43 PER CENT 
CAaN UN GNDEREST |... 2. nc. s sews enon 25 PER CENT 
MSN MAN) MINICOM oie 5 ose 5 oi :5e Giaereinia eo ole 24 PER CENT 


Average Gain In All Items 41 Percent 


ALL THESE ITEMS AND AVERAGE OF ITEMS ARE 
VERY MUCH HIGHER THAN THE AVERAGE GAIN 
OF ALL LIFE INSURANCE COMPANIES IN THE 
UNITED STATES COMBINED, according to the last 


report published. 
T. F. BARRY, President. 


Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 


St. Louis, Mo. 


























THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought{key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING: 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 200 pages 
Price, postpaid, $4 


THE SPECTATOR COMPANY 


Selling Agents 


CHICAGO NEW YORK 





W. A. JOHNSON, Pres. J. A. WALKER, Sec’y and Treas, 


Missouri Life and Accident 


Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $150,000.00 
Admitted Assets December 31, 1922 $486,382.00 











GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California. 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 




















ACTUARIAL STUDIES 


Study No.1. ‘‘SOURCES AND CHARACTERISTICS OF THE PRIN- 
CIPAL MORTALITY TABLES.’’ _ Price $2.00 plus cost of delivery. 
Study No. II. ‘‘CONSTRUCTION OF MORTALITY TABLES FROM 
THE RECORD OF INSURED LIVES.” Price $2.00 plus cost of 
delivery. 
Study No. IV. ‘*GRADUATION OF MORTALITY AND OTHER 
TABLES.’’ Price $2.00 plus cost of delivery. 
Study No. V. CHAPTER ON ‘“‘DISABILITY BENEFITS.’ Price, 
$2.00 plus delivery charge. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Good progress has also been made on the chapters ‘‘Construction of 
Mortality Tables (No. II.) and ‘‘Population Statistics’? (No. LII.). It will 
probably take several months to complete these for publication. 
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EDUCATION AND AGENCY BUILDING 


Final Details of National Association of Life 
Underwriters’ Convention 


Curcaco, Int., September 14.—Thursday was 
the only day during the convention on which 
«tional meetings of the association were held. 
4 goodly number of those interested in agency 
puilding and in education were present at the 
tyo sessions held at the Drake hotel on that 
dav. A happy arrangement of the program 
enabled some of the principal speakers to ap- 
pear both at Medinah Temple and at the Drake 


on that day. 


MORNING SESSION 

John Newton Russell, Jr., was chairman of 
the meeting held in the forenoon. He opened 
by a general discussion on agency building, 
declaring that executives of too many com- 
panies have the mistaken idea that agency 
managers can be developed out of large pro- 
ducers. Sometimes the big producer has 
executive ability, sometimes he does not pos- 
sess this talent. Lack of capital, lack of train- 
ing and lack of direction contribute in almost 
equal proportions to the failure of agents. Mr. 
Russell believes that it is a grave mistake to 
pick new agents from men who have failed in 
other lines of endeavor. However, this opin- 
ion was not shared by some of the men who 
jlloved him on the program. He also enter- 
tains the idea that young men, especially col- 
lege graduates, make the most successful agents 
—another opinion by no means unanimous 
among Thursday morning’s speakers. 


LEADERS ABSENT 

Of the four leaders selected to take charge of 
the sub-sections of the morning program, only 
one, John Marshall Holcombe, Jr., was pres- 
ent. Mr. Williams, manager for the Phoenix 
Mutual in Seattle, substituted for John H. 
Bard. His subject was “Sources of Prospec- 
tive Agents,” and after opening the discussion, 
he called on a number of delegates to contribute 
extemporaneous suggestions. Among the ideas 
advanced were the fact that the law of aver- 
ages comes into play in selecting successful 
agents no less than it enters into making of 
mortality and interest tables, that earnestness 
rather than the “gift of gab” is a prime es- 
sential in the underwriter, that persistency of 
purpose and willingness to do hard work are 
absolutely necessary. The subject was dis- 





cussed from the point of previous occupation 
and age, as well as personality, and what was 
sud brought out the fact previously alluded to, 
namely, that there is a diversity of opinion 
‘mong managers and company executives on 
these points. Some have found that teachers 
make the most successful agents, because of 
% Others 
lave had better success with older men, while 


thar ability to judge human nature. 


‘ome favor recruiting their men only from 
‘mong younger men and women. It does not 
tollow that because a man has failed in some 
other business he is not sure to achieve success 


in the life insurance business and vice versa. 

Wilbert Spencer of Detroit was assigned the 
subject of “Selling the Prospective Agent,” in 
the absence of Will G. Farrell, whose name 
appeared on the program, but who was pre- 
vented from attending. Selling the agent the 
idea of life insurance is very much like selling 
a prospect insurance itself. One must know 
the agent’s needs. 


NEEDS OF THE AGENT 

If he rents a home, he must be shown that 
his earnings will pay the rent; if he has chil- 
dren to educate, he must be shown that it can 
be accomplished through his success as an 
agent; his renewal commissions may be saved 
to take care of his future years and his old age. 

John L. Shuff of Cincinnati, who spoke on 
this subject, said that in enlisting the interest 
of new agents he has one hobby, and that is 
selling the prospective agent’s wife on life 
insurance. 

A. C. Larsen has attained sucecss in offering 
a guaranteed salary as an inducement. The 
mianager will have to exercise good judgment 
in making his selection, of course, but with 
the proper precaution a minimum of money 
will be lost, and the system is in all respects 
superior to the old method of “advancing” 
money to the new agent to be repaid out of sub- 
sequent earnings. His own losses have been 
very small, and in many instances, after the 
new men have got started, they have voluntarily 
relinquished the salary for a commission con- 
tract, because they found that they could make 
more money out of the latter arrangement. The 
salary offer, however, strengthens the recruit’s 
cenfidence in himself—and this is an important 
thing. 

The concluding feature of the morning ses- 
sion was a discussion on “Building and Man- 
aging an Agency.” 


Work OF THE SALES RESEARCH BUREAU 

As set forth above, this subject was assigned 
to John M. Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau of New 
York city, who said that the real aim of the 
bureau was to find methods which would con- 
tribute to the building and development of 
agencies. This being true, his address was a 
review of the efforts of his institution. In- 
formation is assembled from various sources, 
is then classified and disseminated among mem- 
bers, in order that they may draw conclusions 
which are reasonably accurate. Mr. Holcombe 
used a graph to illustrate the methods of the 
bureau. He was warmly applauded. 
AFTERNOON SESSION 

The afternoon session at the Drake was in 
charge of Orville Thorp of Texas, who was 
president of the National Association in 1921. 
In introducing the first speaker, Winslow Rus- 


17 


sell, vice-president and agency manager of the 
Phoenix Mutual of Hartford, Mr. Thorp 
alluded to the fact that he had first heard Mr. 
Russell speak at the Atlantic City convention 
of the association a number of years ago, and 
that at the time he had sincerely believed that 
Mr. Russell had gone to seed on theory. He 
has since become convinced that all of Mr.. 
Russell’s ideas then were practical. Subse- 
quent events have proved this. | 

Mr. Russell was followed by Dr. C. J. Rock- 
well of the Life Insurance School of Carnegie 
Institute, who outlined the general aims and 
scope of education of agents. 


Scope oF AN AGENT’s EDUCATION 

The first thing a manager must do, accord- 
ing to Dr. Rockwell, is to select men of the 
right type. Education comes next. Selection 
and training are very closely interlinked. Any 
course of instruction should seek to teach an 
agent—first, whom he can sell; second, what he 
has to sell; and third, how he can best sell it. 


PHoENIx MutuA’s EpucaTionaAL Work 

The subject assigned to Winslow Russell was 
“Company Courses of Instruction, Other Than 
Correspondence.” It was only natural that Mr. 
Russell should speak from his own experience, 
and tell his audience what had been accom- 
plished by his company, the Pheonix Mutual. 
While he referred to its correspondence course, 
which is preliminary to its school of instruc- 
tion, the major portion of his talk was de- 
voted to a description of the plans and methods 
of the school conducted in Hartford, at the 
home office, and in distant cities. Both courses 
are identical in subjects and scope. The com- 
pany first began its training schools in Janu- 
ary, 1920. During three years and eight 
months’ time, it has held seventeen classes, with 
an aggregate attendance of 229. Of this num- 
ber, 130 agents are still in the employ of the 
company and are succeeding. Marmaduke Cor- 
byn and S. Berne Carlton supplemented Mr- 
Russell on the same subject. 


CORRESPONDENCE CouRSES 

P. M. Ray was assigned the subject of “Cor- 
respondence Courses.” A staunch advocate of 
education, Mr. Ray does not believe that cor- 
respondence courses are the better way to equip 
agents to meet problems encountered in the 
field, but he does believe that the agent who 
has taken such a course is better prepared to 
make a success of the business than the agent 
who receives no instruction at all. 


PRELIMINARY INSTRUCTION 

Lusty applause greeted the next speaker, Dr. 
John A. Stevenson, second vice-president of the 
Equitable Life Assurance Society of the 
U. S. A. Like Winslow Russell, who had 
spoken earlier, Dr. Stevenson based his con- 
clusions largely on his experience in his own 
company. His subject was “Preliminary 
Courses on How to Start Selling.’ Under its 
present system, the Equitable will not permit 
an agent to attend any of its schools until he 
has been under contract for a month. In the 
near future the company proposes to make this 


(Continued on page 19) 








SALESMANSHIP COM- 
MITTEE’S REPORT 





Colleges and Companies Now Offer 
Training Courses for Agents 





USE OF SUGGESTION IN SELLING 





Findings of the Two Sections in Charge of 
E. A. Woods, Chairman, and J. B. 
Duryea—Many Advantages _ at 
Hand for Present-Day 
Underwriters 
The report of the committee on salesmanship 
of the National Association of Life Under- 
writers was submitted to the executive commit- 
tee of that body during its annual convention 
in Chicago recently. The sections treated here 
are two: one drawn up by the chairman 
Edward A. Woods, and the other by J. B. 
Duryea, general agent of the Penn Mutual Life 
at San Francisco. Both with regard to the 
data contained and from the standpoint of 
presenation, it was one of the most interesting 

conmittee reports of the sessions. 


EDWARD A. WOODS 

The first section of the report, compiled by 
Chairman Edward A. Woods, dealt with the 
increasing tendency toward the education of 
life underwriters by colleges, commercial or- 
ganizations life 
Pointing out that a course in insurance selling 
ridiculous 


and insurance companies. 


would have been considered some 
years ago, Mr. Woods said that fifty-nine col- 
leges now offer such courses and that active 
interest in the subject is being evidenced every- 
where. Extracts from Mr. Woods’ report will 
be found on another page of this issue of THE 


SPECTATOR. 
J. B. DURYEA 

J. B. Duryea’s part of the report of the sales- 
manship committee dealt with the topic “How 
to Use Suggestion in Selling Life Insurance,” 
and discussed the power of conscious and sub- 
conscious mentality in its influence on the 
prospect. Mr. Duryea instanced several cases 
in which the urge of suggestion had impelled 
a man to take out life insurance where the 
absence of proper suggestion would have re- 
sulted in failure. The report at this point 
stated : 

Only a hair separates success from failure 
in life underwriting. The difference between 
the initiated suggestions: ‘I will do my best 
to write an application to-day,” and “I will 
write an application to-day,’ is monumental. 
“Your best” is failure because it gives the 
suggestion of failure, so, of course, your sub- 
consciousness transforms it into failure. The 
difference between the suggestion: “This con- 
tract will give you superiority over other men, 
and make your old age beautiful,” and “This 
policy fits your needs because it is the best 
there is in life insurance, and the cost is less 
than in any other company” may be as great 
as the difference between the brightest day and 
the derkest night. It is just as easy to suggest 
the agreeable image as it is to make the un- 
imaginative assertion. One gets action and 
the cther inaction. The prospect can visualize 
a picture of his superiority over other men, and 
a beautiful old age for himself; but no image 
is conveyed to his mind by the “fit of a policy, 


THE SPECTATOR 


insurance,’ and “other companies. 
“Cost” gives him an image, but it is that of 
expelise which he does not want-to come true. 
Give him an image—a picture—which he can 
ideatify with himself, and which he wants to 
come true, and signing his name is the first 
action toward a realization of the picture. 
lurther talk—even a review of the same pic- 
ture—may relieve his emotions without action. 
When a great artist finishes a picture he stops 
painting; when a great salesman finishes a 
suggestion of a beneficial service he stops talk- 
ing. 


“best 


UsinG SUGGESTION 

The operation of the various phases of sug- 
gestion was explained at length by Mr. Duryea, 
whose paper said that the action of the govern- 
ment in suggesting that every soldier take out 
$to,coo of life insurance during the war had 
acted on the subconscious mind of the nation 
in such that the man now 
thinks that sum correct in almost every in- 
stance. With regard to the laws of sugges- 
tion and how to use them, the report stated: 


fashion average 


To increase his production, the salesman 
must keep in mind the laws of suggestion as 
applied through the three phases of its opera- 
tion: 

1. The initiation of suggestion in which the 
idea is imposed on the mind of the prospect. 

2. The acceptance of the idea by the pros- 
pect and its transformation through his sub- 
consciousness into autosuggestion. 

The inevitable desire for action. 


MAKING THE SALE 

The report went on to describe these three 
phases of the operation of the suggestive force 
in its relation to the prospect and the closing 
oi sales. Simplicity was a prerequisite to suc- 
cessful selling, stated Mr. Duryea, for a pros- 
pect’s what the 
salesman gives it, and if this be too long or 
too the will be detrimental 
rather than otherwise. In closing his subject, 
Mr. Duryea gave some excellent advice on this 
factor in selling life insurance when he wrote: 


subconsciousness works on 


involved effect 


I.motions are manifestations of energy rest- 
lessly craving to express themselves, but 
emotions sooner or later subside if no easy 
channel for that expression is provided. This 
is true of all emotions, but especially true when 
these emotions are aroused by benefits to be 
enjcyed so far in the future as those of life 
insurance. If the salesman spends a lot of 
time over the details of a complication, injects 
additional explanations, and brings in new 
proklems for which solutions must be made, 
the “surging” emotions may subside long be- 
fore the salesman is willing to reluctantly re- 
linquish the pen for the coveted signature. 
When the prospect is ready to sign hand him 
the pen even if you haven't filled in a single 
blank; and if you are prone to talk too much 
or are afraid of a show of anxiety in your 
tone of voice, point to the blank space where 
he is to write his name. 

Mr. Duryea’s report was copyrighted by him 
the the members 


generally. 


for benefit of association 


Johns Hopkins University 

lopkins University has announced that 
it will furnish a both and 
women students in the “Principles of Surety- 


Johns | 
f course for men 
ship.” The course will be in charge of George 
L. Radcliffe, Ph.D., LL.B., vice-president of 


the Fidelity and Deposit Company. 


TR 


Thursday 


DEATH OF WILLIAM HENRY MERRILL 


Fad Made Underwriters Laboratories His 
Lifework 

Cuicaco, ILt., September 17.—William Henry 

Merrill, founder and president of Underwris 

ters Laboratories, Inc., died Monday, Septemt 

17, at the Presbyterian hospital in 


der 
: Chicago, 
Bern in Warsaw, New York, December 2 
1808, Mr. Merrill graduated from the Mowe. 
chusetts Institute of Technology in 1889, and 
shortly thereafter reported in Chicago for ser- 
vice in fire protection and prevention, to whic) 
ceuse his very active career of a third of 
century was exclusively devoted. ' 

In 1898 he organized the work now know, 
over as Underwriters Laboratories 
and since served as its principal executive. The 


the world 


institution, both as to its plant, its equipment 
and its influence in the building and manufac. 
turing industries becomes an enduring monn- 
ment to his talent as an organizer, an execy- 
tive and a crusader in a public work of major 
factor in 
bringing together the various interests which 


importance. He was a _ principal 
adopted and sponsored the first edition of the 


national electrical code and_ thereafter he 
worked effectively to secure its recognition and 
enforcement in Chicago and other cities of 
the Central West. 


retary, treasurer and president of the National 


He served in turn as sec- 


lire Protection Association. [lis constructive 
influence in the work of that body was after- 
wards recognized by his election to an honer- 
ary membership because of his pioneer interests 


in securing reasonable safeguards for acetylene 


gas generating equipment. He was likewise 
selected for honorary membership in the Com- 
pressed Gas Association. In 1918 he was 


crafted for war service at one dollar per year, 
serving as chairman of the fire prevention sec- 
tion, War Industries Board. Mr. Merrill was 
a member of the mid-day and _ university clubs 
of Chicago and of the Sigma Chi College Fia- 
ternity. He is survived by a widow and five 
children of a former marriage. 


Thirty Companies Join New York Rating 
Organization 

The stock fire insurance companies writing 
direct risks in New York have become either 
subscribers or members of the New York Fire 
Insurance Rating Organization following the 
action taken last week by the thirty compa 
nies involved in the suit to compel the rating 
organization to furnish them its services. This 
action was the filing of applications for su 
scriptions on the part of the companies and the 
result will be that the suit now will determine 
whether a violation of the rules on_ limitation 
of agencies and on commissions as recognized 
by the New York Fire Rating Organization 
will subject the violator to legal penalties. The 
organization will at once file rates for thie 
new applicants with the New York Insurait 
Department and the same rates will then pr 
vail throughout the State for the stock fire 
companies and the mutuals which come under 


the rating law. 





requ 
heve 
sibil 
the 
sHiOU 
to tl 
tel! | 
jist 
est 1 
com] 
exec 
ccns! 
time 
ods 
what 
ole 
cour: 
wise 
that 
spars 
Th 
ducte 
five t 


E. 
of th 
of th 
was 
Also 
yocat 
indivi 
agent 
traine 
little 
have 
and < 
field. 
the bt 
ree 
cf the 
are te 
agers 
sary ft 

Mr. 
Stewa 
the si 
partic 
and tl 
countr 


The 
dress, 
alumn: 
school. 
salesm 
hotel. 


Offices 
Cc 
a@) 
son, se 
ternati 
I, re 
motor | 
ily we: 
of Mir 
apolis, 


busines 


hursday 


(ERRILL 


ries His 


am Henry 
nderwrit. 
September 
Chicago, 
mber 29, 
ie Massa- 
1889, and 
) for ser. 
to whic) 
urd of a 


Ww know; 
boratories 
‘ive. The 
>quipment 
manufac. 
1g monn- 
an exect- 
of major 
factor in 
sts which 
ym of the 
after he 
ition and 
Cities of 
Nn as sec- 
National 
nstructive 
vas after- 
in honer- 
interests 
acetylene 
likewise 
the Com- 

he was 
per year, 
ntion sec 
errill was 
sity clubs 
lege Fia- 
and five 


< Rating 


s writing 
me either 
York Fire 
wing the 
y compa: 
he rating 
ces. This 
for sub- 
s and the 
determine 
limitation 
ecognized 
ranizatio. 
Hes. The 
for tie 
Insurance 
then pre 
stock fire 
me under 





September 20, 1923 


——— 


Concluded from page 17) 

three months. Dr. Stevenson be- 
eves that, after all, the major part of respon- 
shility rests with the managers, and not with 
se home office. A manager, in his opinion, 
should explain the rate book and policy forms 
ji agent, and he should at the outset 
ne of the principal functions of life 


requirement 


to the new 


tel! him sot prim 
and drill him in some of the great- 


surance, 
He declared that the 


est needs for protection. eS en ane 
company’s experience in training is causing its 
executives constantly to change their ideas, and 
consequently the company has from time to 
ime revised its courses and changed its meth- 
ods of education. Dr. Stevenson explained 
what the Equitable has undertaken in the way 
of correspondence which are, of 
open to agents who could not other- 


courses, 
course, 
wise receive any training because of the fact 
that they operate in rural communities and 
sparsely populated towns. 

The average attendance at each school con- 
ducted by the Equitable ranges from thirty- 
fve to forty agents. 

INDIVIDUAL TRAINING OF AGENTS 

E. S. Albritton, formerly agency manager 
of the Minnesota Mutual, and at present one 
of the company’s most successful generalagents, 
was given the subject of “Field Instruction.” 
\Iso a believer in education, he nevertheless ad- 
yocates individual training. It is only through 
individual instruction, and by working with the 
agent, that the man in the country can be 
Managers have in times past paid 
Recruits 


trained. 
little attention to individual training. 
have been given a rate book, a few applications 
and a “little hot air,” and turned loose in the 
feld. Many of them have made a success of 
the business, but it does not follow that others, 
co, would have succeeded, had those in charge 
ci the agencies given them some help. If agents 
are to he developed, general agents and man- 
egers must make the sacrifice of time neces- 
sary to train them individually. 

Mr. Albritton was followed by Thomas J. 
Stewart and A. V. Mozingo, who talked on 
the same subject, the former speaking with 
particular reference to training the city agent 
and the latter telling of his experience among 
country agents. 


ALUMNI MEETING 
The meeting closed with Mr. Mozingo’s ad- 
dress. Immediately after adjournment, the 
alumni associations of the various institutional 
insurance 
Drake 


insurance and life 
salesmanship held a meeting in the 
hotel. 


schools of life 


Officers of the International Life and Trust 
Company Have Enjoyed Vacations 

J. O. Laugman, president, and Dr. A. John- 
son, secretary and medical director of the In- 
ternational Life and Trust Company of Moline, 
Ill, recently returned 
motor and fishing trip. 
ily were in the northwest and northern parts 


from a two. weeks’ 


Mr. Laugman and fam- 


ot Minnesota, coming back by way of Minne- 
apolis, stopping there a couple of days on 
business, 


Lite Insurance 





THE SPECTATOR 





More Illustrated 
Problems 


[Jn addition to the many cases requiring in- 
surance protection which were published in THE 
SPECTATOR last week, the following were pre- 
sented to the National Association of Life Un- 
derwriters at Chicago.| 


ILLUSTRATION I 

Mr. Moore keeps in touch with his policy- 
helders. He sends greetings on birthdays, 
notices marriages, engagements, promotions and 
items affecting the business and social life of 
his policyholders. He notes the birth of a son 
in the family of Mr. and Mrs. Simpson, two 
of his policyholders. Mr. Simpson is a Yale 
man; Mrs. Simpson a Vassar girl. They move 
in good circles and are ambitious as to their 
three children. How can Mr. Moore use this 
contact with his policyholders to secure more 
business ? 

Il. S. Standish would arrange an evening 
engagement so both Mr. and Mrs. Simpson are 


on hand. Because of her education he assumes 


ler capable of understanding the problems pre- 
sented. He would then let the two of them sell 
themselves a program suitable to their needs 
and those of their children. 


ILLUSTRATION 2 

Mr. Hutchinson has several policies, aggre- 
gating $13,000, that were payable to his wife, 
who died a short time ago, very suddenly, of 
~neumonia. He is forty-seven years old; his 
wife was forty-three. He is left with three 
children—twelve, eight and four. His policies 
were payable to his wife, if living; if not, re- 
verting to him. The underwriter calls upon 
Mr. Hutchinson, after his wife’s death, to sug- 
gest that as his policies are now payable to his 
estate, it would be wise to make them payable 
to a named beneficiary. Does this suggest any 
new insurance needs, and how? 

George L. Dyer, St. Louis, 
Mr. Hutchinson the naming of a bene- 


would secure 
from 
ficiary. He would suggest an insurance trust, 
cither individual or corporative, making in it 
provision for his children and for some one to 


cere for them. 


ILLUSTRATION 3 

Mr. Young is thirty years old; he has a wife 
and one child, he is a mechanical engineer and 
aT + - . - T 1 ve : ‘ 
earning $4000 a year. When he was still at 
college his father purchased for him a $5000 
twenty-payment life policy. His mother was 
then named as beneficiary and he has not since 
changed his beneficiary to his wife. The un- 
derwriter in the case has a notice on his desk 
that to-day is the last day and unless Mr. Young 
pays the premium due on the $5000 policy to- 
day, it will lapse. Can the underwriter render 
any service that will lead to new business ? 

John L. Shuff said he would first personally 
pay the premium and then go see the engineer, 
secure the change in beneficiary. get the pre- 
nium and sell him an additional income pro- 
gram sufficient to cover his needs. 


ILLUSTRATION 4 

i Burton is forty-one years old. He 
las a wife and three daughters. He carries a 
large line of insurance, but he has no business 
insurance and none of his insurance is on the 
life income plan. Some professional alstractor 
has abstracted his policies and suggests to Mr. 
Rurton that he ought to drop all his policies 
that are on any but the ordinary life plan— 
including some deferred dividend policies eigh- 
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James 


teen and nineteen years old, that are on the 
endowment plan—and purchase new insurance 
or the ordinary life plan in a non-participating 
company. What service can the underwriter 
render that will lead to new business? 

Ralph W. Hayer would first point out the 


ethics of this case and then show him how the 
plan of the abstractor would defeat the original 
purpose for which the insurance was taken out. 
The program which he would sell would be 
lump sum sufficient to care for immediate lia- 
bilities and then a monthly income policy to 
The endowment policies 
would be retained for use in Mr. Burton’s old 


cover the conditions. 


age. 

In summing up the subject Mr. Anderson said 
that it is his firm conviction that old policy- 
helders need attention at least every five years 
and that he makes it his business to see them 
oftener if possible. 

Marshall Butlers, leading the discussion from 
the floor, brought out that the old policyholder 
service, even though it brings the 
agent in the case no direct result. In any case 
the service rendered is certain to react on the 
agent’s reputation, which, said Mr. Butlers, is 
distinctly in the hands of the old policyholders. 
\Ir. Butlers said that some time ago he started 
to analyze the various methods of serving old 
policyholders and found that there are at least 
110. He then analyzes the needs of each old 
policyholder, gives him all of the 110 services 
that he can render. 

H. A. Clark, Princeton, Ill., holds policyhold- 
ers’ meetings, banquets, etc., much as the fra- 
ternal societies. He has found the idea very 
He not only writes new insurance 
at these meetings but he also secures prospects. 

Lawrence Priddy of New York related the 
recent experience of the New York Associa- 
tion with a famous abstractor. The case was 
completely reported in THe Specrator at the 
time it happened. 

Before the adjournment, in agreement with 


deserves 


success ful. 


the by-laws, the nominating was re-read and a 
motion for confirmation in open session was 
put and carried unanimously. 

Edwards was introduced to 
solicit subscriptions for the proceeding of the 


Charles Jerome 


convention. 
Life Insurance Training Course 
New York University will open the fall term 
Life Training Course on 
October I and in connection with this announce- 


of its Insurance 
ment states that the business written by stu- 
dents during the thirty-three weeks of the past 
school year was over $3,500,000. 

Since the enrollment is limited to 200 students 
per vear (sixty-seven, sixty-seven and sixty-six 
students respectively in the three terms of eleven 
the production of $8,600,000 of 
written business represents practically the work 


weeks each) 


of sixty-seven persons working for a period of 
thirty-three weeks. Thus, the production aver- 
aged at the rate of approximately $257,500 per 
week, or at the rate of $13,350,000 for twelve 
months. Very conservatively deducting 25 per 
cent for rejections and “not taken’”’ business, the 
“paid for’ would be estimated at the rate of 
about $10,co0,000 for twelve months’ work. 
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PHILADELPHIA LIFE 
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PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 


Vice-President 


A. MOSELEY HOPKINS 


Manager of Agencies 
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Our Greatest Asset 


3y FRANKLIN W. GANSE 


General Agent, Columbian National Life Insurance Company 


Our greatest asset as life underwriters is a 
“double header,” just as is often the case with 
other professional What is the great 
asset of the trial lawyer, for example? It is 
the double fact consisting of his client’s (1) 
determination to insist upon his legal rights, 
and (2) his inability to get them without pro- 
fessional assistance. 

In like manner our greatest assets consist 
in two outstanding facts, which I will state in 
positive terms and without fear of contradic- 
tion: 

(1)—The desire of every real man to leave 
an estate to his family. 

(2)—His tendency to put off taking the 


men. 


necessary steps. 

By the second point I mean more than the 
delay due to the feeling of a thrifty man that 
it will take time to save and accumulate a re- 
spectable estate. It is the natural tendency to 
put off everything connected with one’s death, 
the best illustration of which is putting off 
the execution of one’s will—at the same time 
one of the most necessary and simple and one 
of the most prevalent examples of human pro- 
crastination. 


ABUNDANT MATERIAL READY 

If successful men generally wanted to leave 
small estates, and always kept them checked up 
and in good order, the asset I claim as so valu- 
able could be carried on our books at zero. If 
the contrary claim is admitted, we have abun- 
dant raw material at hand, to be developed 
according to our industry and ability. 

This development has broadly followed three 
lines in the recent history of life insurance 
field work, of which the third is by far the 
most important and the least used by most of us: 

I—Up to four or five years ago we were all 
selling life insurance to replace lost earning 


_An address before the Life Underwriters Associa- 
tion of Canada at Montreal recently, 


power in case of premature death—most pro- 
viding estates on the installment plan for those 
who could not be sure of them otherwise. 
This was and is most necessary and must go 
on, but only as a part of our real job. 

2—Then, a few years back, we began to 
underwrite the needs of our prospects. This 
was a great step forward, and has much to do 
with the larger volume of our business, because 
ve can only cover more and deeper needs with 
more and greater policies. In what I emphasize 
as a third phase I certainly would be the last 
to belittle the part which meeting needs, and 
making policies fit needs, must always play in 
our future work. 

3—And yet our broader work, which includes 
all and more than all that we have ever done 
thus far, is putting estates in order. Following 
the new nomenclature of some other lines of 
liegotiating salesmanship, we might call our- 
selves estators. e 

PLAN IN ADVANCE 

Successful men plan their work in advance. 
They know what they owe and how they ex- 
pect to meet it. Their success is usually in 
proportion as they look ahead and plan ahead. 
But they leave their estates, in spite of their 
deep interest in them and their families, un- 
planned and uncertain, unless some skillful and 
strong-willed adviser persuades them to put 
their estates into the best possible order and to 
keep them there. 

The lawyer usually does this only when and 
co far as his advice is sought, and then in a 
protective rather than a constructive way. His 
principal work as to his client’s estate is to 
make the will and attend to its execution after 
death. 

But putting an estate in order means a good 
deal more than this. Let us outline the prin- 
cipal steps: 

1—Making the most of the present estate, no 


21 


matter how small (methods of payment of 
present life insurance often vital). 

2—Adding new life insurance if needed, 
based upon real needs and carefully fitted. 

3—Careful study of inheritance taxes on life 
iisurance and other assets. 

4—Changes in investments, location of assets 
and beneficiaries to accomplish best results for 
estate. 

5—Consider advisability of a life insurance 
trust. 

6—Plan definitely 
taxes and have executor and attorney under- 
stand wishes fully. 

7—Periodical checking up of estate along all 


for meeting inheritance 


lines in view of changes in assets and taxes and 
possible changes of beneficiaries. 

8—Outline investment and reinvest program 
for family and make sure they understand it 
(including methods of payment of life insur- 
auce proceeds). 

g—Consider placing part of or whole estate 
in trust for beneficiaries, especially women and 
children. 


Estates NEED PROTECTION 

A fundamental proposition as to “putting 
estates in order” relates back to our double- 
headed asset idea. Almost every successful 
man, no matter how small his present income 
and estate, has not put the latter in really good 
order, and will react most favorably to offers 
of intelligent help. As that help is given, with 
real knowledge and skill, the fact always be- 
comes apparent, in fact usually forces itself to 
the front, that the estate needs either enlarge- 
ment or protection—often both. 

In such a juncture could you suggest the ab- 
solutely best way to enlarge and protect it? 
Then are you willing to qualify yourself for 
such professional service and thus through “our 
greatest asset” increase both your own and 
your client’s cash assets? 
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Some Sales Hints 


By Frank 


If the prospect says he can't afford to buy 
any ‘more insurance, flatter him about his 
income—you'll never have a better opportunity 
for doing so and there is almost nothing that 
puts a man in a better humor than to be told 
that he is getting a particularly good income. 

If the prospect keeps putting off and keeps 
the salesman wasting a lot of time, get a little 
huffy about the proposition and show the pros- 
pect specifically what it would mean to his own 
business if he was forced to go up against 
the same sort of a problem in his own busi- 
ness all the time. It never pays to let a 
prospect make a monkey out of you. 

If the prospect says he doesn’t need any 
more insurance and if he says he is adequately 
protected, show him that while he may have 
had sufficient insurance when based on_ his 
income and attainments a few years ago, he 
hasn’t enough now when figured on what he is 
accomplishing at the present time and what 
his prospects are. Tell him about the amounts 


carried by the biggest men in the city and thus 


c 
make him realize that you consider him to be’ 


As Marvin Mobley Sees It 


H. WILLIAMS 


This will make 
him feel good and will make him feel con- 
siderably more like listening to what you have 


in a class with those men. 


to say. 

If the prospect’s wife is against the taking 
out of more insurance, as sometimes though 
rarely occurs, ask the prospect if his wife 
could run his business as well as he can him- 
self. Then when he says “no,” tell him that’s 
the answer on the question as to whether his 
wife is a good judge of the amount of insur- 
ance he should carry. 

If the prospect is already carrying a large 
line of insurance and if there seems to be no 
chance of selling him any more, figure out 
some special proposition for which he should 
be insured, along the line of paying taxes on 
his estate, forming an educational fund for his 
children, taking care of mortgages which he 
may have on his properties and so on. Most 
business men of large interests will willingly 
listen to special life insurance propositions 
where they will pay little or no attention to 
the idea of more life insurance without any 
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definite and specitic purpose behind the taking 
out of the additional insurance. . 

If there is difficulty in getting in to see the 
prospect owing to the insistence of office boys 
and private secretaries that the prospect is 
a “conference,” call the prospect on the phone 
and make him set a date for having a talk 
Get the prospect's interest over the phone by 
giving him a hint of some definite and specific 
proposition of particular interest to him which 
you want to present. 

if the prospect says he wants to see what 
sort of a proposition would be made to him 
by other salesmen for similar 
amounts of insurance, hammer hard on the 


insurance 


points of superiority which your own poli- 
cies possess and put the deal across before he 
has time to call in the others. You know 
your policy is the best one on the market so 
why wait until the prospect can find this out 
by investigation when you can tell him this 
is the case at once and show him just why 
it is the case? 

If the prospect is proud of his standing in 
the community, play up to this fact strongly in 
Show him that it will 
be a distinct enhancement of his prestige to 


selling him insurance. 


have it known that he is carrying a large 
amount of insurance and is constantly adding 
to the amount. Show him how it will be a 
help to him in his business to have it known 
that he is carrying a large amount of insur- 
ance as the general feeling among folks is 
that the larger the insurance carried by the 
business man the more valuable he must be 
to his business. 

If you want to write a lot of insurance and 
keep constantly doing a bigger business, ever- 
lastingly plug away at the selling game with 
intelligence and enthusiasm. By doing so you 
will be sure to make good in a big way. 


Oldest Policyholder in Equitable Life of 
Iowa 

Drs Moines, Iowa, Sept. 17.—Frederick 
M. Hubbell, of Des Moines, now is the oldest 
living policyholder in the Equitable Life In- 
surance Company of lowa, the company he 
founded fifty-six years ago, hesides holding 
policy No. 1. He attained this distinction at 
the age of eighty-four, during July of this 
year. 

He was 27 years old when he founded the 
company on January 25, 1867. On February 9 
of the same year policy No. 1 was issued on 
his life. With the founding of the company, 
Mr. Hubbell became its first secretary, in which 
capacity he served until 1868, when he became 
a member of the board of trustees, continuing 
to take an active part in the affairs of the com- 
pany. He was president of the company from 
1868 to 1907, from which office he retired to 
become chairman of its board of trustees. 

Now serving his fifty-seventh year of offi- 
cial capacity with the company, Mr. Hubbell 
is in regular attendance at the meetings of the 
finance committee, acting upon company invest- 
ments. When but a youth in his twenties, he 
brought about the passage of the famous Iowa 
deposit law for the protection of policyholders. 
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rights. 


Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 











To Wives and Mothers 

Up to the present time, the idea of life insur- 
ance as a personal protection and a means of 
ouaranteeing the future welfare of a family 
has, for the most part, been brought to the 
attention of the male portion of the population. 
Husbands, particularly, have had pointed out 
to them the value of life insurance as a solu- 
tion to many of their most vexing problems, 
such as continuation of income, provision for 
dependents, schooling of children, inheritance 
taxation, etc. 

Now, however, has come an appeal to the 


women of the nation. In the new leaflet en- 
titled “To Wives and Mothers,’ which is writ- 
ten by Minor Morton, the well-known insurance 
officer, and of which The Spectator Company 
is the publisher, the insurable interest inherent 
in the life of a husband is convincingly shown. 
Mr. Morton, in his argument, demonstrates that 
if a husband is earning a salary of $3000 per 
year, this sum represents an investment of $50,- 
000 at 6 per cent and some means should be 
at liand whereby such an income can be fixed 
even in the event of the death of the worker. 
The leaflet “To Wives and Mothers” goes on 
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Saves Time and Money 


“We have always found your service the very 
best and we are constantly urging our new con- 
nections to take your title guarantee service, for 
we find that it not only reduces the detail of our 
Legal Department but expedites the closing of 
mortgage loans, and I know that our connections 
who are using your service appreciate the prompt- 
ness with which loans are closed when supported 
by one of your title bonds,” 
of a large Life Insurance Company. 


Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


Capital, Surplus and Undivided Profits more than 


American Trust Company 


writes the President 


$8,000,000.00 
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to prove that the only way in which this can 
be done is by taking out a life insurance pol- 
icy for the amount of the insurable interest 
on the life of the husband. Too often the wife 
or mother advances objections to the purchase 
of life insurance simply because she does not 
understand the benefits to be derived and is not 
cognizant of the fact that the great institution 
of insurance will be the only thing to act as 
her bulwark of safety after the death of her 
husband. 

In families where the income is not very large, 
the wife or mother is usually entrusted with 
the disposition of the funds, and, in any event, 
she has an important part in all decisions affect- 
ing the disbursal of finances. 

Life insurance, says “To Wives and Mothers,” 
will not take the place of a husband or father— 
no human agency could do that—but life insur- 
ance money will take the place of the income 
which was produced by the husband and father. 

“To Wives and Mothers” fills a long-felt 
need for some method of approaching the 
women of the country upon a subject which 
concerns eacti of them personally and upon 
which the future of their offspring depends. In- 
surance agents will find this a most valuable 
leaflet for distribution to the women of the 
prespect’s family. 

The leaflet may be obtained from The Spec- 
tator Company at the following prices: Sample 
copy, 10 cents; 50 copies, $2.25; 100 copies, 
$4.00; 500 copies, $15.00; 1000 copies, $25.00; 
5000 copies, $100.00; 10,000 copies, $185.00. 
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Inheritance Tax Computations 

A book which contains a large amount of 
helpful information for life insurance agents 
has been written by Forrest L. Morton (and 
published by Wose & Coigne) under the title 
“Inheritance Tax Computations.” This book 
was prepared primarily for the purpose of giv- 
ing the reader accurate and up-to-date informa- 
tion regarding the inheritance tax laws of the 
country, in order that he may readily compute 
the tax. Following this idea, the data has 
been arranged in concise and compact form 
and all non-essential matter excluded. Nearly 
every inheritance tax computation which is 
likely to arise can be quickly figured by using 
the information contained in this book. Ai(ll 
amendments to inheritance tax laws enacted at 
the 1923 sessions of the various State legis- 
latures have been taken into consideration. 

Among the topics treated in this book are: 
Classes of Taxes; Residence vs. Non-residence ; 
Life Insurance—Taxability; Real Property— 
Taxability; Exemptions; Deductions; Form of 
Procedure; Classes of Taxable Transfers; 
Taxable Transfers Arranged by States; Prop- 
erty of Resident Decedent Taxable in Various 
States; Property of Non-resident Decedent 
Taxable in Various States. 

Each State is taken up separately and the 
book shows the classification of beneficiaries, 
the exemptions in each class and the rates of 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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taxation fer each class, and gives examples 
showing how the tax is calculated in each 
State. There is also a section devoted to the 
Federal Income Tax on individuals, with data 
relating to insurance premiums and insurance 
proceeds. 

This book, which contains seventy-eight 
pages and is of a convenient size for the pocket, 
embraces a vast amount of condensed informa- 
tion serviceable to life insurance agents, espe- 
cially those who are endeavoring to care for 
tieir clients’ needs in the way of protecting 
their estates from depletion through the opera- 
tion of inheritance taxes. Its price is $2 per 
copy and The Spectator Company are selling 
agents for it. 


West Coast Life’s New Policies 

Vice-President Gordon Thomson of the West 
Coast Life Insurance Company, San Francisco, 
announced a reduction in non-participating 
rates and many valuable improvements in the 
United 
States and Hawaii) at the agency convention 
of the company on September 7 at Lake Tahoe 
Tavern. 

Improvements common to both participating 


company’s policies (for sale in the 


and non-participating policies are as follows: 


Optional methods of settlement section com- 
pletely revised granting six different methods 
of settlement in monthly instalments at death 
or maturity. 

The total and permanent disability clause 
has been revised by eliminating the waiting 
period, and three months’ continuous total dis- 
ability is presumed to be permanent. Under 
endowment contracts the disability annuity con- 
tinues after maturity for life. Extension of 
premium rates down to age ten and up to age 
sixty-five. Increase in cash, loan and non-for- 
feiture values third, fourth and fifth vears. 

Improvements in participating policies: 

First dividend declaration at end of first pol- 
icy year on payment of premium then due. Post- 
mortem dividends allowed. Cash dividends may 
be applied to purchase participating paid-up 
additions. 

Participating annual dividend privilege on all 
limited payment life policies written at non- 
participating rates after policy has become paid 
up for the face amount. This provision is de- 
signed to encourage the maintenance in force 
of twenty-payment life, etc., forms after all 
the premiums have been paid, and puts them 
at that time on a parity as regards future 
participation with similarly paid-up participat- 
ing forms carrying the same reserve and bene- 
fits. New forms issued include an educational 
endowment; new low rate 5, 10, 15 and 20 year 
convertible term policies with waiver of pre- 
mium disability clause; endowments at 60 and 
65, 35 and 40 year endowments. 
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Shenandoah Life Making Progress 

The report of Agency Manager W. F. Mac- 
allister of the Shenandoah Life Insurance Com- 
pany of Roanoke, Va., shows an excellent in- 
crease of business over last year in both writ- 
ten, issued and paid for. The report shows that 
in the first eight months of this year the amount 
of business is equal to eleven months of 1922, 

The company is now writing an average of 
two million per month, whereas the average 
business prior to 1922 was a little less than 
one million, and in 1922 the average was one 
and one-half million per month, which shows 
an excellent steady growth. 

The company now maintains a field school of 
instruction, having conducted six schools this 
year in various sections of its territory. These 
schools are under the personal supervision of 
Agency Manager Macallister, who has had con- 
siderable experience in conducting such schools, 
a well as practical field experience. 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 














EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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Life Insurance Salesmanship 


By Epwarp A. Woops 


General Agent, Equitable 


Since the first committee on life insurance 
salesmanship was appointed in 1915, the increas- 
ing interest in not only general salesmanship 
put, particularly, the education of the life un- 
derwriter and the study and teaching of life 
insurance salesmanship has been most remark- 
able, and a review is most interesting. 

The active interest in general salesmanship 
is partly indicated by the books published on 
the subject. 


Books ON SALESMANSHIP 

Reports from the Library of Congress show 
that but one book on salesmanship existed in 
1869, But one other was published in the fol- 
lowing eleven years, and but four during the 
two decades after 1869. The following decade 
produced six books, the next thirty-six; and 
the next, 220. 

To-day, the Library of Congress list gives 
418 books on salesmanship published up to 
January 1 of this year, three-fourths of this 
number being the product of the last decade. 
\nd new books and, sometimes, better ones 
are appearing almost weekly. 

There are now twenty magazines published in 
the United States, wholly or chiefly on the sub- 
ject of salesmanship, many of a very wide 
circulation and of high character. 

Extracts from a report presented at the convention 


of the National Association of Life Underwriters in 
Chicago. 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 














Life Assurance Society 


Eight correspondence salesmanship courses, 
reporting an enrollment during the past year 
of 35,904, exclusive of college and company 


courses and 


the life insurance salesmanship 


courses, are now available in the United States. 


CoLLeGes GIVE Courses 
A decade ago the proposition to teach sales- 
manship in any of the colleges of the United 
States would hardly have been seriously con- 


sidered even if made. 


Now, catalogues of the 


colleges of this country show that fifty-nine 


offered courses in salesmanship, almost all re- 


cently adopted. 


Some of these are 


separate 


courses; others teach salesmanship as part of 
courses in business administration or commerce, 


and other colleges and universities are con- 


stantly adding such courses. 


The colleges which offer courses in sales- 


manship are: 


University of Alabama 

University of Arizona 

University of South Cali- 
fornia 

University of Colorado 

University of Denver 

Catholic University of 


America 
Georgetown University 
Howard University 


University of Idaho 
North Western University 
University of Chicago 
University of Illinois 
Butler College 

Indiana University 
Valparaiso University 
Coe College 

Des Moines College 
Drake University 
Grinnell College 

State University of Iowa 
University of Kentucky 
Tulane University 
Boston University 
Simmons College 
University of Detroit 
University of Michigan 
Hamline University 

St. Louis University 
Creighton University 
University of Nebraska 
University of Omaha 
University of Nevada 


College of the 


City of 
New York 
Columbia University 
New York University 
Syracuse University 
Davidson College 


University of North 
Carolina 
University of North 


Dakota 
Ohio State University 
Ohio Wesleyan University 
University of Akron 
University of Cincinnati 
Wilberforce University 
Wittenberg College 
Oklahoma Agricultural 
and Mechanical College 
Oregon Agricultural Col- 
lege 
Duquesne 
Pennsylvania 
lege 
Temple University 
University of Pittsburgh 
Brown University 
South Dakota State Col- 
lege 
Vanderbilt University 
University of Utah 
Roanoke College 
University of Washington 
Lawrence College 
Marquette University 


University 
State 


Col- 


Many nationally-known organizations offer 


or require instruction in salesmanship in differ- 


ent ways, and some in more than one way. 
In addition to all these facilities, lectures on 
salesmanship before not only bodies of sales- 


men but before general audiences are so fre- 


quent as to no longer cause comment, and ex- 


perienced speakers are now readily available, 


including many who are thoroughly compe- 


tent to discuss the subject. 


Procress MApDE 


But the advances in life insurance salesman- 


ship are even more remarkable. 


It is only in 


the last few years that any specific and in- 


tensive training has been given the life under- 


writer, and the various salesmanship courses 


and sales helps are comparatively recent devel- 


opments. 


Since the parent school was started in the 
fall of 1919 at Carnegie Institute of Technology 
at Pittsburgh, the first institution of higher 
learning to adopt such training in life insur- 
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ance, a similar course was started at the Uni- 
versity of Denver in the spring of 1921, and 
at the New York University in the fall of 1922. 
And other universities are planning to offer 
this standard course. 


these universities, summer schools 
giving the full, standard course have been held 
—for the past two years at the University of 
Oklahoma at Norman, at the expense of the 
State; by the staff of the Carnegie School, at 
San Francisco in 1921, at Los Angeles in 1922 
and at the University of Washington in Seattle 
this past summer ; and by the staff of the New 
Yoik University at St. Louis this past summer 
also. 


3esides 


ENROLLMENT AT SUMMER SCHOOLS 
All these summer schools were promoted by 
the life underwriters’ associations of the respec- 
tive cities, and the great interest in them is 
manifested by the enrollment: 


Students 


University of Oklahoma (1922)............ 70 
University of Oklahoma (1923)............ 35 
San Francisco School (1921).......ccceeee 114 
Los Angeles School (1982) ics ccccicscecaus 112 
St. Louis Life Underwriters Course (1923).. 112 
University of Washington, Seattle (1923).... 110 


The total attendance at the three whole-time 
standard schools for the school year 1922-1923 
and the three summer courses given this sum- 
mer was 566 persons, and the total enrollment 
of all the schools since the course was started 
aggregates 1507 persons. Growing interest in 
these courses is evidenced by the increasing 
number of underwriters availing themselves of 
this intensive and invaluable training. 

But the indirect benefit of these courses must 
not be overlooked: 

1. Much of the present literature on life 
furnished through these 


been 


insurance has 
courses. 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A aow 


WILLIAM S. HULL 


Direct-.Mail Sales Service 
«MADISON, CONNECTICUT 






















2. From these have sprung the numerous 
other life underwriting courses that would not 
have been started but for the careful curricula 
prepared by the teaching staff of these schools. 

3. The graduates of these schools have fur- 
nished teaching staffs for other schools and 
educational heads for many companies and agen- 
cies. 

Owing to an arrangement consummated be- 
tween the Carnegie Institute of 
and the University of Pittsburgh, by which each 


institution specializes in certain activities, the 


Technology 


course in life insurance salesmanship and the 
course in supervisory methods will hereafter 
be given at the University of Pittsburgh. Chas. 
J. Rockwell with his staff will continue these 
courses there as at the Carnegie Institute. 


SUPERVISORY INSTRUCTION 
A noteworthy development in life insurance 
salesmanship during 1923 is the course in super- 
visory methods started at the 
stitute of Technology, to 
nually hereafter at the University of Pittsburgh. 
Recognizing the need for systematic educa- 


Carnegie In- 


be continued an- 


tion in organizing, maintaining and building 
life insurance agencies, the faculty of the 
Carnegie School of Life Insurance Salesman- 
ship-worked out a program, and the first school 
for the training of managers and supervisors 
was started on April 26 of this year 

This course consists of intensified classroom 
work from three to four hours daily, for five 
days a week for six weeks. In addition to 
the regular Carnegie Life Insurance School 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal 


tracts. 


General Agency Con- 
Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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faculty instructing in classroom work, lectures 


are given by outstanding agency executives 


from all parts of the country. By this method 
the combined experiences of the most success- 
ful agencies are available to the students. 

Some of the subjects developed in classtfoom 
work are: 

“The Organization of Territory” 
“Recruiting of New Agents” 
“Training and Supervising Agents” 
in connectton with the “Psychology of Super- 
vision and Salesmanship.” 

Due to the lack of time for publicity the first 
class was attended by but fourteen persons, but 
the success of this course is evidenced in the 
growing demand for its repetition. 

There is every indication that attendance at 
the class to begin February 4, 1924, to be given 
by Chas. J. Rockwell and his staff at the Uni- 
versity of Pittsburgh, will greatly exceed that 
of the first class. 


Y. M. C. A. Activiry 
Among the outstanding advances in the train- 
ing of life underwriters is the life insurance 
underwriting started by the United 
Y. M. C. A. schools the first of this year. 
During the first six months 837 persons have 


course 


attended these courses. given in twenty-two cities 
of the United States, and, as membership in 
these classes is spreading, more than 1500 are 
expected to take the course during the first full 
year. The course has also spread to Canada. 
The course was carefully prepared by Griffin 
M. Lovelace and Dr. John A. Stevenson. It 
is a direct outgrowth of the standard course 
and the great educational movement sweeping 
The textbook especially 
“Life Insurance 


insurance. 
prepared for this 
Fundamentals,” by Mr. Lovelace, is a distinct 
and valuable contribution to the work and to 


over life 
course, 


the literature on life underwriting. 

The other textbook used in the course is “Sell- 
ing Life Insurance,” by Dr. John A. Stevenson. 
Already 1674 of these two textbooks have been 
purchased by the persons taking the course. 

In at least one city the Y. W. C. A. is pro- 
posing to offer a similar course for women 
exclusively. 

Life underwriters, as well as life insurance 
companies and life underwriters’ associations 
everywhere, should co-operate with “Y” secre- 
taries in promoting these classes and the stand- 
ard courses also, in furnishing students, either 
those already in the business or those desiring 
to become life underwriters, and in helping sup- 
ply teaching personnel. 

The Boston University is 
briefer course and the Evening School of Ac- 
counts and Finance of the University of Penn- 
sylvania at Philadelphia will offer a special 


night course this fall. 


now giving a 


AVAILABLE 
salesmanship 


CoMPANY COURSES 

An inquiry as to courses in 
among the life insurance companies of the 
United States and some of Canada_ brought 
117 replies, indicating that: 


Thirty-seven companies conduct correspond- 


ence courses ; 
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Fifteen conduct resident courses at home 
offices ; : 

Forty-six urge or suggest agents attendins 
standard courses; . 

Seventeen give financial assistance to thos. 
attending standard courses. a 
Besides these company COUTSES scores of agen, 
cies throughout the United States and Canad, 
offer, and often require, training courses of 
greater or less length and value, and study that, 
rial and teaching personnel are far more ayajl 
able now than would have been possible a fey 
years ago. 

There are to-day some companies and many 
agencies with which one is not permitted to 
start life underwriting without some prepara. 
tion. 

The annual conventions of the National Asso. 
ciation of Life Underwriters and the Life Un- 
derwriters Association of Canada; the scores 
of sales congresses held throughout these ty 
countries, reaching thousands of underwriters: 
and the numerous meetings of the hundreds of 
local underwriters’ associations are all affording 
opportunities to spread the knowledge of sales. 
manship among new and old underwriters, 

There are now fifty-four life insurance jour- 
nals edited in the United States. 
these are devoted exclusively to salesmanship 
and not only contain invaluable salesmanship 
material, including the latest contributions that 
no progressive life underwriter should be with- 
out, but offer valuable publications and sales. 


Some of 


manship aids. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 
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BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 


ORGANIZED 1850 
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FIELD EXPERIENCE 
E. S. Albritton Lauds Value of 
Practical Work 
TEXTBOOK INSTRUCTION NOT 
SUFFICIENT 





Texas Manager of Minnesota Mutual Life 
Believes Meeting Prospects Is Neces= 
sary Supplement to Training 
Classes 

I. S. Albritton, of the firm of Weems & 
Albritton, Texas State managers at Dallas for 
the Minnesota Mutual Life Insurance Company, 
gave an interesting talk on “Field Instruction” 
at the group meeting on “Agency Building,” 
thirty-fourth annual convention of the Na- 
Underwriters 


tional Association of Life 


during its recent convention. In his opening 
remarks the speaker expressed the opinion 
that although schools and _ universities are 
adopting life insurance salesmanship courses 
of the highest type, not enough attention is be- 
ing paid to the proper training in the field of 
the life salesman. 

Mr. Albritton went on to say that there must 
have been some more or less successful field 
training methods for life salesmen in the past 
and mentioned that the army of underwriters 
in attendance at this great convention repre- 
sented in the main the success of the great 
underwriting body. Continuing, Mr. Albritton 


said: 


This leads me to a fearless comparison: As 
against the sales course graduate, who must 
pick his own way through the devious trails 
of practical salesmanship, give me every time 
the raw recruit who has a carefully planned 
field training to accompany him through the 
first paths of hard experience. Of course, the 
ideal situation is the combination of both, where 
the graduate steps into experiences fortified by 
his sales course behind him, and is led to suc- 
cess by an honest to goodness practical field 
instruction. 

These conclusions have not been reached 
without some logical study of salesmanship— 
life insurance salesmanship is a science, it 1S 
an art, it is a ministry, it is a unifying force, 
it is a civilizer. All of these factors are com- 
ponent parts of the successful life underwriter, 
not supplements. 

The speaker stipulated that the general agent 
or branch manager must be the instructor and 
he must employ assistants who can render 
efficient field training. The general agent or 
branch manager who cannot himself success- 
fully instruct his men upon the science of sell- 
ing does not belong; and the sooner home office 
agency officials realize this the sooner will the 
number of failures in building agency organ- 
izations diminish. At the close of his remarks 
Mr. Albritton said: 

In conclusion, permit me to assure you that 
these remarks of mine have been made in no 
way to minimize the tremendous importance 
and wonderful value of sales courses by our 
ereat schools and by our more progressive com- 
panies, concerning which you have heard much 
from previous speakers. What I wish to do 
is to make a plea for a more dignified, a better 
defined, plan of field instruction by the general 
agent or branch manager to his men. 
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Minnesota Mutual Life Men 

The Minnesota Mutual Life had about thirty 
representatives attending the Chicago conven- 
tion of the National Association of Life Under- 
writers, September 5, 6 and 7. A number of 
these earned the trip, with all expenses paid, by 
appearing on the honor roll with $25,000 of 
examined business four months in succession 
and having a total of $100,000 of paid-for busi- 
ness written between April 1 and August 31. 
Vice-President T. A. Phillips, Second Vice- 
President O. J. Lacy and Assistant Agency 
Manager H. J. Cummings attended from the 
home office at St. Paul. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,250,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 

















DON’T THROW AWAY THE LIFEBOAT 


New Lapse Leaflet of Nash Series a Potent 
Argument Against Discarding Life 
Insurance 

On the sea of life the family ship may sail 
calmly for a long time but it is almost certain 
that, sooner or later, storms will be encoun- 
tered. Whether these be financial or due to the 
death of a provider, they are sure to have an 
appreciable effect upon the present and future 
of dependents or of an entire family, unless 
adequate protection against danger is at hand. 
Financial disturbances are most frequent. When 
these occur, it becomes necessary for the head 
of the house, as captain of the ship, to cast 
about for a means of weathering the storm. 
Expenditures are cut down, economy is rigidly 
practiced and, when the financial pressure be- 
comes severe, extreme measures are resorted to, 
but the last thing the head of a family should 
do in such a case is to discard his life insur- 
ance and, with it, the safety of his dependents. 

In “Don’t Throw Away the Lifeboat,” an- 
other of the series of convincing leaflets writ- 
ten by William T. Nash and published by The 
Spectator Company, Mr. Nash 
graphically and concisely argues for the main- 
tenance of life insurance in force, no matter 
how great the required sacrifice. No details 
are elaborated in this valuable leaflet, no fanci- 
ful pictures are painted to be read and then for- 
gotten, but the single idea of conserving one’s 
life insurance at all costs is kept uppermost 
throughout. 

“Don’t Throw Away the Lifeboat” is writ- 


forcefully, 
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We are satisfactorily handling 





REINSURANCE 





your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your Cases 


__ Reinsurance on the yearly Renewable Term plan, or for substandard 
risks on the Coinsurance basis. Our decision given by wire on day of receipt of 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


S. C. Tweed, President, 





ten primarily with the intention of preventing 
lapses and urging the policyholder to continu- 
ally safeguard himself and his dependents by 
keeping his life insurance premiums paid up. 
The theme is presented so as to carry a definite, 
lasting emphasis which will impress upon the 
insured the value of the protection he now has 
in such a way that he will never part with it 
for any cause. 

“Don’t Throw Away the Lifeboat” is de- 
signed for enclosure in premium notices to old 
policyholders and for insertion with new poli- 
cies when delivered. It is a further contribu- 
tion toward filling a long-felt want and is the 
fourth leaflet written by Mr. Nash to fore- 
stall lapsation and influence policyholders to in- 





crease the amount of their life insurance, Th 
“At the End of the Road,” “Why 
We Don’t Live Forever” and “Giving You. 


others are: 


self a Chance,” all published by The Spectator 
Company. 

This new leaflet is made up into a SIX-page 
folder, handsomely produced in two colors, and 
of a size that fits readily into the standard mail- 
ing envelope. It can be obtained from the pub- 
lishers at the following schedule of prices: 
Sample copy, 10 cents; 50 copies, $2.25; 10 
copies, $4.00; 500 copies, $15.00; 1000 copies, 
$25.00; copies, $100.00; 


5000 10,000 copies, 


$185.00. 
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HELPING THE MAN 
WITH THE RATE BOOK 


LEADS—real, live, business-getting leads on the 
right kind of prospects—are supplied to 
Guardian Agents and help them save time 
and increase their production. 


This is only a part of The Guardian’s jbroad 
program of Agency cooperation. 
i to know the whole story of what this Company 
is doing for its field men, address: 


T. LOUIS HANSEN, or 


The Guardian 
Life Insurance Company 


Established 1860 under the Laws of the State of New York 


If you want 


GEO. L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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ANNUAL BANQUET 


Walton L. Crocker Is Principal 
Speaker 


A. 0. ELIASON TOASTMASTER 

Lee J. Dougherty Talks on National Asso- 

ciation—Remarks of President Graham 
C. Wells and Job Hedges, Counsel 
for Life Presidents 

Cuicaco, Itt., Sept. 14—Walton L. Crocker, 
president of the John Hancock Mutual Life 
Insurance Company, Boston, Mass., 
main speaker of the evening at the annual ban- 
quet of the National Association of Life Under- 
writers, held in connection with the thirty- 
fourth annual convention: here recently. Mr. 
Crocker based his talk on the possibilities of 
the future, and made it evident that he looks 
for history to repeat itself, and that the life 
insurance companies may well prepare them- 
glves for the recurrence of a great scourge, 
such as has been known in the past, and which 
even the present high development of the medi- 
cal profession may not be able to cope with. 

Mr. Crocker pointed out that some enter- 
prising statistician has shown that the limit 
of population in this country is not, relatively 
speaking, very far off, and that with the ap- 
proach of that limit the production of new life 
This, according to 
Mr. Crocker, will mean that life insurance com- 
panies will have to draw upon their reserves 
heavily instead of enjoying as at present an 
ever-increasing income from which to pay their 
Mr. Crocker said that he would be 
interested to see other prophecies as to the 
future of life insurance with these conditions 
inmind. He believes that the companies owe 
itto themselves to keep a sharp lookout as to 
the security of their surplus and reserve ac- 
counts, 


was the 


insurance will also fall off. 


losses, 


CLosER RELATIONSHIP PREDICTED 

It was interesting to note that two of the 
speakers predicted for the future an even closer 
relationship between life insurance agents and 
company than now exists. Mr. 
Crocker, early in his address, said that he had 
noted the tendency toward co- 
operation with a great deal of interest and sat- 
isfaction, and that he believed the time would 
come when the great agency and company or- 
ganizations would meet together and handle 
their problems together. 

An earlier speaker was Lee J. Dougherty, 
president of the American Life Convention, who 
also called attention to the fact that many of 
the questions now being handled by the under- 
Writers are of almost vital interest to the 
companies, so much so that he could see no 
tason why the companies should not share in 
the solution of them. 


executives 


increasing 


Mr. Dougherty made a great impression by 
his championship of ethics and purposes of the 
tational association, and expressed it as his 
opinion that the association has done much to 
place the business of a life insurance agent in 
the status of professional work. 











The Association of Life Insurance Presidents 
was represented by its general counsel, Job 
Hedges, who is famous as an 
speaker. Mr. Hedges was the first speaker, and 
displayed his usual fund of stories in putting 


after-dinner 


the audience into a good humor. As a repre- 
sentative of the life presidents he brought the 
greetings and good wishes of that body, and 
spoke of the satisfactory co-operation existing 
between the two bodies, expressing also the 
hope that it would continue. 

A. O. Eliason, past-president of the associa- 
tion, was the toastmaster, and before introduc- 
ing the speakers he spoke briefly, summing up 
the outstanding features of the program and 
showing how it was developed not only to 
bring about co-operation and greater knowledge 
among the agents themselves, but also to show 
how they might with great pecuniary advan- 
tage co-operate with other businesses and thus 
enlarge their field of labor. 


GRAHAM C. WELLS’ REMARKS 

Graham C. Wells, president of the associa- 
tron, when introduced by Mr. Eliason, said that 
he hoped that all delegates would leave the 
convention so charged with the ideas developed 
in the program of the national convention that 
they would go home and carry them out in 
their local meetings. He said that he believed 
that the program had developed the possi- 
bilities of a greatly increased field for life in- 
surance activity, and that every agent in the 
country holding membership in the association 
should have an opportunity to profit thereby. 

Winslow Russell, vice-president of the 
Phoenix Mutual Life of Hartford, represented 
the Association of Life Agency Officers. He 
emphasized the crying need of continually im- 
pressing on the public the purposes and high 
He said that the organ- 
ization which he represented there was work- 
ing for the same high principles and the same 
ethical code in the life insurance business as is 
the underwriters’ organization. 

A. E. Lawson, honorary president of the 
Life Underwriters Association of Canada, rep- 
Mr. Lawson 
had 


value of life insurance. 


resented that body at the banquet. 
spoke appreciatively of the benefit he 
already derived from two days of attendance 
at the convention. He also spoke highly of the 
service rendered to the Canadian association by 
Franklin W. Ganse of Boston, who made an 
address at a recent meeting of that body which 
appears in this issue of THE SPECTATOR. 

Others present at the speakers’ table were 
Thomas W. Blackburn, secretary of the Ameri- 
can Life Convention; Earl G. Manning, vice- 
president ; H. Heartman, vice-president ; 
Robert L. Jones, treasurer. 


Roy 


Inland Lloyds Licensed in Texas 

Austin, Tex., September 17.—License to do 
business in Texas was granted by the State 
Department of Insurance to the Inland Lloyds 
of New York. This is the first out of State 
company to be licensed in Texas to do business 
under the Lloyds’ plan. The company has as- 
sets of $453,772 and liabilities of $25,870. 
Sherman and Ellis of New York are named as 
attorneys-in-fact for the company. 
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PICKED UP AT CHICAGO 











William Goldman of Portland, Ore., is at- 
tending his twenty-fourth convention here. Mr. 
Goldman has missed only three National con- 
ventions he entered the business some 


twenty-eight years ago. 


since 
At every convention 
he has brought not only himself but his wife. 
His continuous and _ enthusiastic 
support have made him one of the leading men 


attendance 


in the association and he has been responsible 
for many of the forward steps of this great 
organization. Mr. Goldman bought himself a 
new Packard before leaving Oregon, locked up 
and will not return until early 
Meantime he is going to enjoy his 


his office 
October. 
first chance at “being a boy,” for he went to 
work at the early age of nine years and never 
liad a chance at fun when most of us are 
enjoying life. 

W. G. Eisenhauer, special agent in New York 
city, of the Equitable Life Assurance Company 
of the U. S. A., went home without his voice. 
He gave it freely whenever called on to further 
the success of the convention, and everyone 
hopes he will get tt back. He says he will—and 
he should know. If there is a better song leader 
anywhere than Mr. Eisenhauer he must be in 
hiding. His original and enthusiastic methods 
ef arousing a bored and tired group of dele- 
gates to new interest are always marvelously 
successful. He got a vote of thanks and de- 
served several of them. 

James Elton Bragg and Dr. Griffin M. Love- 
lace were present at the convention, both tired 
out from a strenuous but successful summer at 
St. Louis, where they conducted a school of life 
insurance salesmanship. 

James L. Madden, manager of the insurance 
department of the United States Chamber of 
Commerce, was seen but not heard. 

Another in the same class was Walter H. 
Bennett, secretary of the National Association 
of Insurance Agents. 

Darby A. Day, president of the Chicago 
Association, was everywhere at once, so it 
seemed. In fact several of the delegates won- 
dered if prohibition was only a mistake after 
all and if they were back to the stage of seeing 
double. But it was just Mr. Day on the job. 
He and E. J. Faltysek, former secretary of the 
Chicago Association, worked hard all the time 
and got results. The convention was handled 
well and was successful. That was what they 
were trying to accomplish. 





O. D. Douglas Agency Leading 

First place in both written and paid-for busi- 
ness for August production by the general agen- 
cies of the Lincoln National Life Insurance 
Company was taken by the O. D. Douglas Gen- 
eral Agency of San Antonio, Texas. The com- 
paratively young Texas agency produced $1,- 
245,000 of examined business for the month. 
The California agency, headed by H. G 
Everett and which has been the leader for sev~ 
eral months, was a close second. 
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DON’T 
LABEL HIM 


“Our agent at Bruceville’’ is never 
the tag put on a Lincoln National 
Life Salesman. 





He is always known as Roger Jones or William Royce, 
or whatever his name may be. 


He is an individual and not just one in the great sales 
army. He is entitled to personal attention. Workaday 
problems, which are very serious to him, are taken 

eriously by his Company and all possible help is dis= 
patched to his aid. 

Because of the financial benefit of this close persona] 
relationship between Mr. Lincoln Life Salesman and his 
Company, it pays to 


(Cink uP (wr THE () LINCOLN): 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $275,000,000 in Force 
































Inheritance Tax Computations 


Simplified For Life 
Insurance Underwriters 


A Valuable Work On Inheritance Taxation 


By FORREST L. MORTON 


Inheritance Tax Expert 


A concise tabulation of the essential facts of laws 
relating to inheritance taxation. Invaluable for the 
use of Life insurance underwriters and others re- 
quiring accurate, easy-to-find information for quickly 
computing inheritance taxes. 


Complete to the end of the 1923 Legislative season. 


CONTAINS: 


Exact computation of tax for each State Property 
Taxable, by States, for both resident and non resi- 
dent decedents. 

Simple tables of beneficiaries, rates and exemptions. 


Taxation of life insurance proceeds; Federal income 
tax; tables and rulings; Etc., Etc. 


Price, in pocket size, $2.00 


THE SPECTATOR COMPANY 
cHIcCAGO élling Agents NEW YORK 











Live Men Wanted | 


B* the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 

Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance mey 
especially those with Industrial insurance experience, ‘ 


The Western and Southern Life Insurance Co, 
CINCINNATI, OHIO 








——$______ 





CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
*“*THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 


Hartford, Conn, 














PUBLICATIONS OF C. & E. LAYTON, 


The undersigned are sole agents in the United States for the old establishs 
publishing louse of Charles & Edwin Layton of London, England, whose — roy 
publications on fire, life, marine and other branches of insurance embrace the most 
yaluable and standard treatises on these subjects. 

SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
__135 WILLIAM STREET. NEW YORK 











SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














Cc. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


The National Life & Accident Insurance Co. 
National Building NASHVILLE, TENN 





Home Office: 














Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one poe 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 





SEES 





Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 
Sound = Progressive = Successful 
Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 
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Western Union Session 
(Concluded from page 9) 


managers will try to persuade the St. Louis 
agents to try the thing again. The debate will 
‘i. very interesting because many companies 
feel that they have lost a good deal of ground 
in St. Louis through the reorganization of their 


aencies to conform with the new agreement. 
ds x 


One prominent company manager here in 
Chicago stated that there had been practically 
no progress in the large cities problem in re- 
cent years and that he expected none. He said 
that he has made up his mind that there is no 
legislating honesty into insurance managers and 
that no plan depending upon legislation would 
eer be likely to become effective. He also 
siggested as a solution of the problem a very 
ial plan and one that would undoubtedly be 
effective if it could be worked out. This would 
he to establish a consolidated office in each of 
the cities where the commission problem is 
critical, with about twenty-five of the largest 
companies or company groups as subscribers. 
This office would then accept lines on all busi- 
ness with a commission of 10 per cent on con- 
gested district lines and 35 per cent on outside 
lines. 

W. L. Steele, vice-president of the Niagara 
Fire Insurance Company and president of the 
Western Union, was in Chicago last week, pre- 
sumably to discuss the situation with Chicago 


THE SPECTAIOR 


SICKNESS AND HEALTH 


Frequent Medical Examination Essen- 
tial to Right Living 


HAPPINESS THE DECIDING FACTOR 


Work of Life Extension Institute Seen as 


Directly Beneficial to Nation and 
Individual 
That time-worn but nevertheless truthful 


“knowledge is 
old- 


is particularly applicable to the 


that 
introduction, but 


quotation which — says 


power” needs no this 
time saying 
modern science of health, strength, and longev- 
ity. Many people worry themselves into a state 
of ill health over imaginary maladies and an 
equal number, owing to a sense of apathy, 
allow themselves to drift along upon the stream 
of life until the flood bears down upon them 
and they are carried far beyond human aid. 
The effect of the mind over the body is well 
known to even the most elementary student of 
human ailments and an old story that tells of 
two prisoners and how they fared at the hands 
of fate reveals a moral which undoubtedly 
teaches a lesson of no ordinary value. 
\ccording to the story, two prisoners of war 
came up for punishment at about the same time. 
One of these overheard a casual remark to the 


effect that a prisoner had just died of small- 









managers before the Montreal meeting. pox while an inmate of one of the cells. This 
Semi-Annual Statements As of June 30, 1923 
LIFE INSURANCE COMPANTES 

Cash Admitted Net Cash Claims 

Capital Assets Surplus Premiums Paid 
Mina, ites) COs... cele sn cere oc overegters $5,000,000 $215,568,760 $21,742,853 = § ....25 sw wenn 
American Central Life, Ind...... 137,000 9,925,086 249.865 $389,289 
American National, Texas .......... 1,000,000 15,630,429 1,428,529 701,280 
hankers Health & Life, Ga........... 190,000 191,470 7,571 149,769 
Bankers Reserve, Nebr. ............. 100,000 13,437,921 1,610,300 ° 234,470 
Cloverleaf Life & Cas., ITll.......... 230,000 35,464 224,237 
Columbian National Life, Mass....... 1,000,000 688,762 907,2: 
Connecticut Mutual Life, Conn......  ...... 106,236,560  ...... 317 2,874,375 
Conservative Life, W. Va, .......... 345.440 ; 215,958 354 90,525 
Equitable Life Assurance, N. Y...... 100,000 672,938,695 98 262,006 62,982,547 27,100,561 
Federal Life, Mich: .:......0.0-s06 300,000 6,342,545 159,078 1,090,053 389,041 
Franklin Life, 109,600 15,883,646 728 966 2,147,387 502,201 


Guarantee Fund 





Guardian Life, N. 200,006 
illinois, Bite. Te 20.2. sive dtaanes ; 1,000,000 
RMON eS, Oi is soy cae g eeu qnsvera 1,000,000 
Industrial Life & Health, Ga........ 104,000 
International Life, Mo, ............. 787,500 
Inter-Southern Life, Ky............- 676,536 
Jefferson Standard Life, N. C.. 700,960 
Manhattan: Life. We Wess. cceccmsoceess 100,009 
Maryland Assurance Corp., Md...... 500,000 
Masachusetts Mutual Bale MSGR ics eas 
befropolitan Wife, Ne Wes... ores ars Ree Ty 
Michigan Mutual Life. Mich........ 250,000 


Missouri State 2,000,009 


Life, Ma... 





Morris Plan Ins. Society, N. Y. 160,000 
Mutual Benefit Life, N. J............- 

Mutual if. Ni Ws... cece 

National Life Ins. Co., Vt.......0000- sega ars 
National Life of U. S. A., Tll........ 500,600 
New York Life N. Wo proses RORe | leone 
New Efgland Mutual, Mass: o-ccsess «xen 
North Carolina Mutual, N. Cii....05 9 oeeves 


Northwestern Mutual Life, Wis...... 
Pacific Mutual ¢ 


Lite, Cak. 1,500,000 





Pan Amencean. Witte: Taleo. sco xceseree.s 1,900,900 
RenniMatual [ike (PAs scones scederae seanes 
Pilgrim Health T.ife, Ga..... 5,00 
Provident Life Accident, T 300,000 
Prudential Ins: Co... N, J 2,000,000 
Roliarces Wifes: Beis: «letersi. creo 1,000,000 
Security Life & Trust. N. C......... 150,000 
meCHTIVMittdal Mite Ne Nekcscccened.  — cnrcjeec 
Southern Ins, Co., Tenn. ........-+ 158,852 
Southern States Life, Ala.........-- 100,000 
Nindareh Aeite Gas syc< cover mace ects 125,000 
OIA MERE! har amtie ae: | 6 @ SweeRee 
State Mutual Life Assn., Mass.....-- pease 
Travelers Ins, Co., Conn......-+-++++ 8.560,888 
‘olunteer State: Ente Veritis....s:. cscs 600,000 
Union Central Life. Ohio......-.+-- 2,500,000 
United Life & Accident, N. H......-- 500,000 
United Life & Accident, N. T]......--- 500,000 


,335,931,488 








429,593 


6,566,540 
41,987,691 


5,009,348 


1,194,400 


1,462,840 158,665 > 025,240 454,467 
22,471,468 581,559 2,152,081 559,383 
483,479 196,795 1.164.763 130,713 
22,179,827 814,694 2,472,798 915,658 
10,122,192 327,707 1,176,315 259,480 
21,070,144 199,430 3.386.093 633,024 
19,566,854 1,059,232 860,021 749,844 
1,024,692 56,745 124,383 9° 632 


171,997,963 163,948,110 


155,962,753 49 969.066 


fs 
1,210,948 553.628 


17,263,419 867 567 5 
4; 914,037 6,820,622 1,350,621 
252 360 59.812 : 17.007 

18.654:850 .§(sésecas 





700,155,659 


119,61 





84.503,024 4,907,681 1,395 

23,809,424 1,124,550 1,806,239 

OIDS2E246  sciivins wate ©. guatstatara 
11,881,840 19,949,462 4.058.499 


784,018 283.773 
39.869,03 14.852,300 
8.134.842 2,030,452 
1.310.193 268,846 
22,039,813 8.359.765 
157,082 
149.802 
34,552,759 


861,330 


120,878 
57,127,108 
22,340,018 


816,901 


12,073,784 
262,020,591 
42.503 
1,612,039 
965,310,779 


O87 264 
49,309,932 
827,849 





17.256 17,944 
12,965,725 568,046 551,496 
1,705,483 T7286 129.054 
5,021,324 200,487 103,845 


102,532 
785,301 
2,776,527 
17,362, 
683,53 165,721 
6,009,995 
127,583 


125,871 


2 222.990 
29,834,318 
81,637,915 
267,649,105 
7,902,561 
182,437,245 
2,500,877 

2,722,798 


80,837 
2,000,000 
6,751,859 

14,427,298 
150,000 
8,405,695 
265,746 408,293 
292,668 508,325 
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incident had a very terrible effect upon prisoner 
number one and he began to worry to a great 
extent, for fear he would become contaminated 
hy the dread disease. 

Prisoner number two heard nothing of the 
both con- 


Prisoner number one 


incident and men were put away, 
fined to separate cells. 
soon began to sicken and died of smallpox 
within, comparatively speaking, a short time. 
Prisoner number two, however, was unaffected. 
It afterwards transpired that prisoner number 
one, who died from smallpox, had not been 
placed in the same cell as had previously been 
used for the smallpox victim. This had been 
cecupied by prisoner number two, but the con- 
‘ition of prisoner number one had been brought 
about simply and solely by his mental attitude. 
In almost the same manner a great number of 
people, even in this advanced age, worry them- 
selves into a state of ill health because they 
a specialist, 


mit paying an occasional visit t 
for a thorough overhauling that would give 
that assurance so necessary from time to time 
essential factors of 


in connection with the 


life, health and strength. Then again there is 
the opposite viewpoint; the case of the apa- 
who cannot find the 
take the time to go 
examination at the 


thetic person or the one 
opportunity or will not 


and have an occasional 


hands of an Time passes and when 
he eventually, by force of circumstances, pays 
a visit to a physician, the first words to greet 
“Why did you not 


expert. 


him are generally these: 
come before?” 

What the people need both from the stand- 
point of the individual and the nation, is an 
organization which they can rely upon to act in 
2 purely advisory capacity concerning these 
vital factors of life and health that mean so 
much in The people of America 
have an organization ready to render this ser- 


=) 


every way. 


vice operating right in their midst, namely, the 
Life Extension Institute, which is fast becom- 
ing a household word wherever the science of 
healthy living is studied and. cultivated. 
Central Life Opens New Home Office 
The Central Life Insurance Company, Fort 
Scott, Kansas, opened its new home office in 
The occasion was 
and_ the 


that city on September 6. 
marked by appropriate ceremonies 
company’s officers and friends attended. 

The formal opening of the new building was 
followed by an agency convention of two day’s 
duration which brought the organization’s 
principal agents together for a beneficial ex- 
conferences with the 
The convention 
was the most successful gathering of its kind 
ever held by the Central Life and James T 


\gencies, has ex- 


change of ideas and for 


executive officials in charge. 


Mayall, Superintendent of 
pressed himself as being completely satisfied 


with the result. 


Everett W. O’Mara 
Everett W. O'Mara has joined the production 
department of the American Surety Company in 
their home office at 100 Broadway, New York, 
to assist in the development of burglary in- 


surance. 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 














A Good Book 
tor Life Men-- 


“Life Insurance and How to Sell It” 
Price, $1.00, Postpaid 





BSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience ol star producers a 
constructive help in selling more life in- 
surance. 











THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 


ee 


AMERICAN 
SURETY 
COMPANY 
of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 











Company’s Home 
Office Building 


Thursigy 
ee 











PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


EE RA eae: $11,171,260.67 
New Insurance Paid for 1922...... 21,305,237.00 
Paid for Insurance in Force Decem= 

eae 90,759,578.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice=President and 
General Manager, New Orleans, U. S. A. 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 
AGSELR Ns: orca tatoar csore eee AR $ 32,633,933 .05 





GARE ELMORES oss 075) a veeuy w'-6.s0'6 1araidss eSNG ar arTel wie VNR 28,512,821 .50 
Capital atid SUGDIIG s 6:6:Kieseessionesece wsidvee erases 4,121,111 .55 
jProper tite) (iil 201: Pe EAA ares AP 230,322,163 .00 


Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 


TESTE TCT PSE pea ewe eu OUR PES TSR ae $30,051,860 .92 





JOHN G. WALKER, President. 
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FIDELITY MUTUAL LIFE 











City Convention a _ Pro- 
nounced Success 


Atlantic 


HON. ROYAL COPELAND SPEAKS 


Attendance Reaches 250—F. X. Quinn in 
the Chair During Afternoon Sessions 
(By A STAFF CORRESPONDENT ) 
Attantic Crry, N. J., September 18.—The 
annua! convention of fidelity leaders of the 
Fidelity Mutual Life Insurance Company, 
Philadelphia, was opened at Haddon Hall, 

Atlantic City, at 10 o’clock to-day. 

There were about 250 members present rep- 
resenting twenty-seven different States, includ- 
ing representatives from Maine and California. 
The meeting was acclaimed by many to be the 
most enthusiastic ever held. 

The morning session was opened formally 
by Frank P. Sykes, manager of agencies. Mr. 
Sykes was also appointed as chairman of the 
convention. W. T. Talbot, president of the 
Fidelity organization, welcomed the members 
present, congratulating them on their good work 
and effort. Following his words of greeting 
he went into details, giving a review of fidelity 
business increase 1914. As a worthy 
finish to his address he spoke of the humatie 
work that the members present were engaged 
in, 

John Dennis Mahoney, introduced as one of 
the most beloved members of the fraternity, 
caused an explosion of laughter when he en- 
tered the convention hall attired in the robe 
of King Tut. It was his duty to install the 
officers of the Fidelity Leaders’ Club for the 
Gifts supposed to have been 


since 


coming vear. 
taken from the treasures of King Tut’s tomb 
were awarded the officers of the Fidelity Club. 
The officers in the respective order of business 
produced were: P. J. Grogan, Johnston, Pa. 
president; S. H. Gettis, Washington, D. C., 
vice-president; K. Collings, Philadelphia, 2nd 
vice-president; IF. L. Bettger, Philadelphia, 
secretary; C. M. Hunsicker, Philadelphia, 
directors were: A. H. A. 
Mader, E. H. Schaeffer, R. A. Locke, T. M. 
Green, R. J. Sieberlict, B. F. Fraser, Jr., J. 
M. Bloodworth, A. C. Walker, Sol Lienfield 
and F. W. Hagen. 

The Hon. Royal S. Copeland, United States 
Senator from New York, was introduced as 
the honorary speaker of the session. He chose 
the topic “Public Health in Its Relation to 
To be fat is a danger, he 
said, stating as an example that a man fifty 


treasurer. The 


Life Insurance.” 


pounds overweight at fifty years of age les- 
sens his chance of living 50 per cent. He said 
that the insurance agent could do wonderful 
missionary work by spreading the propaganda 
of the dangers of superfluous weight and ac- 
claimed the eight-hour day as the biggest factor 
in prolonging a man’s life. Insisting that some 
of the dangers of disease in New York city 
were on acount of congested conditions, he 
said he hoped that it would not be long before 
such a deplorable condition would not be per- 
mitted by a 


civilized people. He can see 
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progress in this country with the rehabilitation 
of Europe; only then, not before. 

F. X. Quinn, vice-president, opened the after- 
noon session using as his topic “Investing Life 
[Insurance Funds.” 

F. A. Walliz of New York followed with an 
introductory address on “Custom-Made Insur- 
ance,’ and it met with much favorable com- 
ment. As a continuation to Mr. Walliz’ ad- 
dress, F. D. Buser of Philadelphia and E. HI. 
Schaeffer of Harrisburg spoke in turn on 
“Measuring the Man.” This topic dwelt on the 
pre-approach. The need of advance informa- 
tien on the prospect’s financial status and family 
responsibilities, the dependents to be provided 
for, then ages, etc. F. W. Hagen of Phila- 
delphia and Carroll Jones of Columbia, S. C., 
spoke in turn on the topic of “Fitting the 
Family Need.” This constituted discussion by 
the Case method of properly providing for the 
varied needs of beneficiaries, continuity of the 
home, a sure income for the widow, educa- 
tional funds for the children, proper provision 
fer the unmarried daughters, possibly an aged 
mother, invalid or dependent brother and sis- 
ters, etc. 

F. W. Heron, Pacific Coast supervisor, con- 
cluded the with the “A Few 
Minutes Here and There.” 


session topic 


Casualty and Surety Men Meet 
(Concluded from page 3) 
tournament had been divided so that in effect 
two tournaments will be held with prizes in 

both. 
President Reid announced the inability of 
McMurray of In- 


diana to be present and introduced James IF. 


Commissioner Thomas L. 


Ramey, ex-commissioner of Kentucky. Edson 


S. Lott, president of the United States Casu- 
alty Company, high tribute to Mr. 
Ramey and proposed a rising vote of thanks, 
unreserved en- 


offered 


complete and 
which was done. 


together with 


dorsement of his remarks, 
Spencer Welton, chairman of the entertainment 
committee, announced the plans of the golf 
committee and a change of the dinner from 
Thursday night to Wednesday night. Upon 
aGjournment practically the entire convention 
prepared for an afternoon on the golf courses. 
\mong those present might be noted the fol- 
lowing: 

Duncan Reid, president, The Globe Indem- 
nity; Thos. E. Braniff, Tulsa, Oklahoma; 
Charles Hellinger, president of The Insurance 
Federation of America; Edson S. Lott, presi- 
dent United States Casualty Company; Charles 
H. Holland, president Independence Indemnity 
Company; W. B. Mann, Ocean Accident and 
Guarantee Corporation; E. J. Bond, Jr., and 
Richard E. Thompson, Maryland Casualty 
Company; A. E. Forrest, vice-president North 
American Accident Insurance Company; Spen- 
cer Walten, vice-president of the Fidelity and 
Deposit Company; Joseph Froggatt, New 
York: C. H. Boyer, manager Casualty de- 
partment, National Life of U. S. A.; J. Sco- 
field Rowe, United States 
Fidelity and Guaranty Company; G. E. Turner, 
general manager Casualty Information Clear- 
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vice-president of 


ing House; Dorr C. Price and J. K. Walker, 
Moore, Case, Lyman and Hubbard, Chicago; 
Thomas Moffatt, chairman of the executive 
committee, National Association of Insurance 
Agents; Bayard P. Holmes, New York; George 
B. Webb, Chicago; Fred Bayer, Cleveland. 
INSURANCE ADVERTISING 
CONFERENCE 
Executive Committee Plans Next Meeting— 
Names Members of Exhibit Committee 
The recent special meeting of the executive 
committee of the Insurance Advertising Con- 
ference, after disposing of the business on hand, 
heard the report of Chauncey S. S. Miller, 
chairman of the membership committee, which 
indicated that progress was being made in this 
direction and listed sixteen life insurance ad- 
vertising managers, twelve fire and eleven cas- 
ualty and surety managers among the personnel. 
A tentative program for the next regular 
meeting of the conference, which will take place 
at St. Louis on the two days preceding the con- 
vention of the Direct Mail Advertising Associa- 
tion, viz., October 22 and 23, was presented and 
revisions made. Plans for that meeting were 
discussed and it was decided to set up an ex- 
hibit to be made up of the various pieces of 
advertising produced by the insurance com- 
panies represented in the conference. This ex- 
hibit should prove intensely interesting, as in- 
surance advertising has shown marked strides 
during the last few years and to-day is becom- 
ing a real force in selling policies. An ex- 
hibit committee was appoiated, upon which will 
serve—Mr. Randall of the Missouri State Life, 
Mr. Withe, Mr. Palmer and Mr. Sullivan. 





Mortality from Malaria 
(To the Editor of THe Spectator) 

With reference to your edition of Thursday, 
August 30, 1923, the first article by Doctor 
Frederick L. Hoffman on “The Mortality from 
Malaria,” you do an injustice to New Orleans. 

On ‘Table ll of this article you have the 
population for 1917-1921 aggregating 1,973,- 
ooo. Deaths from all causes 38,048. Deaths 
from malaria 68. Malaria death rate per I00,- 
coo population 34.5. This should be 3.4. In 
the body of the article you call attention on 
rage No. 4 that during this period the city 
of New Orleans was the highest. Such is not 
the case and if the figures in Table No. 2 are 
wrong, will you kindly give as much publicity 
to this correction as you did this article? 

Yours very truly, 
GopcHaux & Mayer, L1p., 
New Orleans State Agents, 
Home Life Insurance Company, N. Y. 





Virginia Highway Bonds 

RICHMOND, Va., September 18.—The casu- 
alty companies writing bonds on Virginia high- 
ways have agreed to meet the views of State 
Highway Commissioner H. G. Shirley and, in 
the future, no charge will be included in the 
premiums on bonds for cement. Mr. Shirley has 
insisted on a reduction for some time, but the 
companies held out for the old rate until yester- 
day, when an agreement was reached. Mr. 
Shirley contended that the State was furnish- 
ing the cement to the contractors and that 
therefore no charge for same was proper in 
fixing premium rates. 
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Admitted Assets, Jan. 1, 1923 | COMBINATION 
ONTRACTS 
—arRN $3,616,216.00 63 ww]? 
4 LIFE 
HEALTH 


ACCIDENT 


NE POLICcy 
NE * REMIUM 
—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of — Feet, 


INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 











, ve - “Disability 
Benefits 
Monthly Indemnities 
Sickness or Accident 





HOME OFFICE, SEATTLE, U.S.A. 
Reliable Representatives Wanted 


D. B. MORGAN 
President 














1857 1923 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 








- 





a WESTERN RESERVE 





LIFE INSURANCE COMPANY 
MUNCIE, IND. 


An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 


Agents wanted in Indiana and Ohio. 














JOHN W. DRAGOO, Secretary 

















Organized Sept. 1, 1817. Incorporated March 27, 1820 


Charter Perpetual e 
Capital.. ee - $1,000 000 
IID lo Sa secaiia oe oo seseeeeeese 17,334,014 
Reserve and other Liabilities........... 12,744,105 
Net Surplus. . 4,589,909 


Surplus to Policy Holders. ... es eres 5,589,909 


E. C. IRVIN, President. 


JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUE S, Secretary and Treasurer. 


R. N. KELLY, JR., As: istant Seer atary. 











or at Rene 





conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 


forms of policies. 


BALTIMORE "LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 





Industrial and Ordinary Life Insurance policies issued upon all attractive 























Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Iasurance' Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 
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FIRE ASSOCIATION of Philadelphia | 


{ 
| 
| 
! 
' 
! 
J. W. COCHRAN, Vice-President. 
} 
| 
‘ 
! 


A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year, 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that makeit worth- 
while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 


gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 














STUDY OF 


WORKMEN’S COMPENSATION 


Insurance Laws and Service 
MONOPOLY OR COMPETITION 


By the Impartial Committee on Workmen’s 
Compensation Insurance to the 


CINCINNATI CHAMBER OF COMMERCE 


Over 1000 Pages of Testimony Elicited at Hearings 

in Various Cities from Prominent Business Men and 

Public Officers. Recommendations adopted by the 

Cincinnati Chamber of Commerce, including one for 

“A Well Regulated Plan of Competitive Compen- 
sation Insurance”’ 


Price, delivered, Cloth Binding, $5. 





THE SPECTATOR COMPANY 


Sole Selling Agents for Insurance World 


CHICAGO NEW YORK 
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BURGLARY 


Under the code of the State of Iowa, where 
the insured’s failure to keep books did not 
contribute to the loss, a provision of a burg- 
lary policy exempting the insurer from lia- 
bility unless books were kept enabling the 
insurer to determine the amount of the loss, 
was no defense to an action on the policy. 

Where the insurer moved for a new trial 
on the ground of newly discovered evidence 
and the insurer knew the case was being in- 
vestigated by the police and did not request 
an adjournment of the case, motion will be 
denied. 

On the trial 
duced evidence that within two or three days 
after the burglary, an adjuster for the de- 


of the action, the plaintiff intro- 


fendant called and asked for records of the 
business, and the plaintiff advised him that at 
the time of the burglary, 
chandise in stock had been stolen. The evi- 
dence further showed that when the adjuster 
called the second time, the plaintiff secured such 

as could be obtained from mer- 


papers showing mer- 


information 
chants from whom merchandise had been pur- 
chased, and made up an account in a book 
which was shown to the adjuster. 

The defendant’s evidence showed that plain- 
tiff admitted he kept no records of the busi- 
ness; that the insured was engaged in the clean- 
ing and dyeing business and also bought and 
sold second-hand clothing on their own ac- 
count: that the only way they had of checking 
their sales was by counting the suits they had 
on hand every Saturday night, and the differ- 
ence from the number which they had on the 
preceding Saturday was the only way they had 
of keeping track suits sold; that no other 
record was kept. 

Plaintiffs claimed that the door had ‘been 
broken in and that seventy-five suits and seven- 
teen overcoats had been stolen from one of the 
racks. At the close of the testimony, plaintiffs 
moved for a directed verdict, which motion was 
in effect sustained by the following instruction 
given by the court: 

The defendant, as a special defense, denies 
that plaintiff kept hooks of account from which 
defendant can or could actually determine the 
actual amount of loss and damage to have 
heen sustained by plaintiff, as provided for by 
Section B of the policy sued upon. And as to 
this defense you are instructed that under the 
laws of Iowa the same is not a defense to an 
action on this policy in this case, and the court 
withdraws this defense from your considera- 
tion and you will not pay any attention to the 
same, 

The statute upon which the court based its 
instruction to ‘the jury, Section 1743 of the 
code, reads as follows: 

\ny condition or stipulation in an applica- 
tion, policy or contract of insurance, making the 
policy void before the loss occurs, shall hs 
Prevent recovery thereon by the insured, it 
shall be shown by the plaintiff that the te 


ZSUTAINMCE . 


By Joseph @. Seller of the Neo ue he 





~~ 


to obset violation 


‘ve such provision or the 
thereof did not contribute to the loss. 

Upon appeal from judgment for the plaintiff, 
error relied upon was the action of the court in 
giving its instruction. It was clearly established 
that the fail- 


by the uncontradicted testimony, 
ure to keep books of account, as provided in 
the policy, did not contribute to the loss or 


] 


damages claimed hy the plaintiff. 


Further, there was no allegation in the an- 
swer of the defendant that the failure to keep 
such books or papers contributed to the loss. 
Therefore, the trial court did not err in giving 
the instruction referred to. 

The defendant also claimed it was error to 
overrule defendant’s motion for a new trial on 
the ground of newly-discovered evidence. This 
motion was based on the testimony of a certain 


detective of the police department of Sioux 
City, who had investigated the claim of burg- 
record shows that the defendant, 


that the investigation 


lary. The 
through its agents, knew 
was being made by the police department, and 
did not move for adjournment of the trial on 
this ground, or because the detective’s testimony 
could not be offered on the day of trial. 
there was no showing made as to 
what the detective would testify to, and no 
offer of his testimony was made at the trial. 
The court is therefore of opinion that the 
showing of diligence was not sufficient, and 


Further, 


motion for a new trial was 
Judgment of the court below 
Federal Surety Company 


therefore the 
properly denied. 


Marsh vs 


affirmed. S. 
{ Supreme Court ¢ »f Iowa y 193 Northwestern 
Reporter, 563. 

LIFE 


Where an insurance company after policy 
had lapsed for non-payment of premium upon 
receipt of the premium and the health cer- 
tificate retained the premium, and on the 
same day forwarded the papers to the home 
office, which eight days later rejected the 
application for reinstatement and instructed 
its agent to return the premium, which was 
done ten days later, it was held that the 
company had not so unreasonably delayed 
action on application for reinstatement as to 
waive the forfeiture. 

Plaintiff is the beneficiary named in a policy 
of life insurance. By agreement in writing be- 
tween the insured and the company it was pro- 
vided that the premium should be paid quar- 
terly on the 25th of March, June, September 
and December in the sum of $24.44 per quar- 
ter. A period of grace of thirty days was pro- 
vided by policy for payment of premium and 
the policy further provided that if the pre- 
miums were not paid as required by the terms 
of the policy, the policy should lapse. The 
provision as to reinstatement was as follows: 
“Reinstatement—At any time within five years 
after any default upon written application by 
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the insured and upon presentation at the home 
office of evidence of insurability satisfactory 
to the company, this policy may be reinstated 
upon payment of arrears of premiums with 5 
per cent interest thereon from their due date.” 

The insured defaulted in payment of the pre- 
mium due June 25, 1921, and the subsequent 
action was as follows: 

On July 30, the company wrote the assured 
that his policy had lapsed and stated the re- 
quirements which had to be complied with. for 
reinstatement. On September 16, 1921, the 
company received from the assured $24.44 to 
pay the premium due on June 25, 1921. The 
company’s agent wrote the assured, acknowl- 
edging the payment on the same day as follows: 
‘Attached hereto is a temporary receipt cov- 
remittance of $24.44 to pay the 
premium on your pol- 
which check is held at 
Inasmuch 


ering your 
June, 1921, quarterly 
icy numbered above, 
this office subject to your order. 
as vour remittance was not mailed on or he- 
expiration of the grace period 
your policy became 


fore the 
allowed for such payment, 
lapsed and in order to reinstate 
time it will be necessary for you to furnish 
us with the attached personal certificate of 
health. All you have to do is answer each 
question in full, sign your name to same in 
the presence of a witness, date it, and return 
to us—if the evidence of insurability is found 
satisfactory, the official receipt will then he 
Also let us have your further 
remittance of twenty-six postage 
covering the grace interest on past-due amount 
from the due date to date your check was 
to avoid the trouble and ex- 


same at this 


mailed to you. 
cents in 


mailed. In order 
pense of furnishing a medical certificate, which 
will be necessary if you do not let us have 
the attached form by September 25, 1921, we 
trust you will attend to same promptly.” 

The temporary receipt mentioned in the let- 
ter omitting formal parts and the signature is 
as follows: “Application having been made 
to the New York Life Insurance Company for 
reinstatement of policy No. 6713058 on the life 
of Ozni Cobb, box, 35, New Madrid, Mo. 
Mr. Cobb has, in exchange for the present re- 
ceipt, deposited the sum of twenty-four dol- 
lars and 44/100, which amount will, upon de- 
mand with the surrender of this receipt, he 
refunded to the depositor if the company does 
not, within thirty days from this date, mail the 
depositor notice that said application for rein- 
statement has heen approved.” 

On September 24, the company’s agent wrote 
the assured, acknowledging receipt of $24.70 
covering September payment and interest on 
the June payment and forwarded a temporary 
receipt in same form as the first one. The let- 
ter also returned the personal certificate of 
health because the assured had failed to sign 


it and also. asked for a statement from Dr. 
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Public Accountant 








HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


95 Maiden Lane New York City 
Telephone Beekman 3461 














Prominent Agents and Brokers 


Actuarial 





enw. 








Actuarial 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


es 
——, 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 











FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind, 
Des Moines, lowa. 





T. J. MCCOMB 
CONSULTING ACTUARY 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union | New Amsterdam 
. mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 


surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 











JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 





3 Cedar St. New York 











Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, P. A. S. 
WILLIAM BREIBY, PF. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 





Colcord Bidg., OKLAHOMA CITY, OKLA, 











JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 











322 HURT BLDG. ATLANTA, GA. 








A. SIGTENHORST | 
CONSULTING ACTUARY : 


National City Bank Bldg., WACO, TEXAS 








FREDERIC S. WITHINGTON, F. A.I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 





MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of losuraace 


43 Cedar Street, New York 











A Policy Saved is a Policy Made 


THE OTIS HANN COMPANY, Inc. 


‘*Life Insurance Service’’ 


10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


78 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
- Accountants, Statisticians 


29 South La Salle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 











W. B. YOUNG 
CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 





430 Peters Trust Bldg. Omaha, Neb. 











Consulting Engineers 











DONALD F. CAMPBELL 


CONSULTING ACTUARY 


| 343 So. Dearborn St., Room 1100 CHICAGO 


| Telephone, Harrison, 3384 








JAMES H. WASHBURN, F.A.I.A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW YORK, N. Y. 
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September 20, 1923 


THE SPECTATOR 








Insurance Attorney 








Tel. Rittenhouse 2289=90 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bidg. Philadelphia 
Frank R. Ambler, Gen. Mgr 


ienced Investigators and Adjusters—Lia- 
Ee Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 











——e 








Adjuster 








Tel. Mulberry 2613 
NEW JERSEY CLAIMS 
Investigated and adjusted. All lines handled. 


ration and quick results. Thoroughly 
pen ne New York and Connecticut. 


J. L. CHEREPY 


Newark, N. J. 








Proctor Building 














Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 

















Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable 
Phone: JOHN 1090 
50 John St. New York City 











Digges, who had treated the insured for 
malaria. 

The written application for reinstatement 
and the personal health certificate were com- 
bined in one document which closed with the 
following paragraph: “I further agree that 
said policy shall be deemed reinstated by rea 
son of any cash paid or settlement made in con- 
nection with this application, or otherwise, 
unless and until said company at its home office 
"acting upon this application shall have duly 
reinstated said policy during my lifetime and 
good health, notice of such reinstatement to be 
promptly mailed to me. Hf the company does 
not mail to me from its heme office within 
thirty days from this date notice that said 
policy has been reinstated, then this applica- 
tion is to be considered declined and the com- 


pahy is, upon demand with surrender of the 


receipt given therefor, to return any payment 
made in connection with this application.” 

The doctor’s certificate was received at the 
St. Louis office of defendant on September 29, 
1921, and all papers were promptly forwarded 
to the home office in New York city on the 
same day. The company rejected the applica- 
tion for reinstatement on (ctober 7, 1921, and 
directed their St. Louis agent to return the 
premiums paid with the application for rein- 
statement. The St. louis agent sent the com- 
panys check for $49.14 to the assured on 
October 17. 

Plaintiff claimed that the retention of the 
premiums for June and September for such 
length of time amounted to a waiver of de- 
fault and in effect reinstated the policy with- 
out the proof of good health required by the 
defendant. 

The court held however, that such delay did 
not amount to a waiver. The doctor's state- 
ment showed that the assured had been salivated 
by his illness and had not fully recovered. This 
justified the trial court in finding that the 
assured had not furnished proof of good health 
at the time the overdue premium was paid, as 
the policy required. 

Judgment for the defendant will be affirmed. 

Wilhs vs. New York Life Ins. Co. (Spring- 
field Court of Appeals, Missouri), 252 S. W. 


O05. 


Abb Landis Wants Big Fee 
One of the interesting developments and 
the recent meeting of the National Fraternal 
Congress was the demand made on behalf of 
Abb Landis hy Mr. Bradshaw for a fee of 
$100,000 for Mr. Landis’ work in securing a 
satisfactory ruling on the income tax question. 
It appears that Mr. Landis, who is a well- 
known actuary, and a member of the congress, 
accepted a position on a committee to obtain 
a ruling from the Bureau of Internal Revenue 
in reference to the taxation of fraternal so- 
cieties. TFventually, after unfavorable rulings 
had been made, Mr. Landis obtained a revi- 
sion of previous rulings exempting fraternals 
from the incon:e tax. It seems that, aside from 
his committee appointment, Mr. Landis had no 
specific authority to proceed with this work. 
It is understood that Mr. Landis was offered 
a fee of $500, but, through Mr. Bradshaw, a 
claim for $100,0c0 was presented from the floor 
\ committee of five was ap- 
while the 


at the meeting 


pointed consider the matter: 


executive committee’s offer is regarded by 
some as inadequate, the claim presented by Mr. 
Bradshaw is generally considered to be exor- 
hitant. The result of the committee's delibera- 


tions will be awaited with interest. 


New York Indemnity in Texas 
Custiny Tex. 


business in Texas 


September 15.—License to do 
was granted by the Texas 
to the New York 
York, capital 
This company, 
which is to write cas- 
ualty, accident, health, liability and workmen’s 


i 


department of insurance 
Indemnity Company of New 
stock $500,000, surplus $491,285 
new to Texa . proposes 


compensation business. The Texas headquarters 


are not designated. 
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Miscellaneous Insurance 


MISSISSIPPI RATE SUIT 


Last Advices State That Case Goes to 
Supreme Court Octoker 1 
Jacxson, Miss., September 17.—The insur- 
ance case motion is set for October 1, attorneys 
of concerns to meet the motion of Stokes V. 
Robertson, State revenue agent, in the higher 
court. After several months of seeming in- 
activity, the hearing of the celebrated Missis- 
sippi fire insurance case will again occupy the 
center of attention on the first Monday in 
October. Stokes V. Robertson, State revenue 
agent, has filed a motion in the United States 
Supreme Court to dismiss the writ of error 
granted the attorneys for the A*tna Insurance 
Company et al. by the chief justice of the 
Supreme Court of the State of Mississippi 
upon the ground that the federal questions pre 
sented in the record are frivolous and without 

merit. 

This motion will be submitted in the Supreme 
Court of the United States the first Monday in 
October. At the same time, there will be sub 
mitted on behalf of the insurance companies 
an application for writ of certiorari if the Su- 
preme Court of the United States declines to 
take jurisdiction over the case by sustaining 
ihe motion of the revenue agent to dismiss the 
writ of error and by refusing the application 
for writ of certiorari made by the insurance 
The litigation will be at an end 
and the fines imposed by the Supreme Court 
will be paid, if, upon the other hand, the Su- 
preme Court of the United States shall be of 
the opinion that the federal questions pre- 
sented by the record are substantial and worthy 
of consideration. 


companies. 


Edward B. Fackler 

During the recent meeting of the Iraternal 
Actuarial Association Edward [B. Fackler was 
elected president of that organization for the 
ensuing year. The Fraternal Actuarial Asso- 
ciation is in no way connected with the Na- 
tional Fraternal Congress, but operates as a 
separate and distinct organization. 

David Parks Fackler and Edward B. Fack- 
ler are eminent consulting actuaries and part- 
ners in the firm of Messrs. l‘ackler & Fackler 
of New York. Fackler & Fackler are the 
compilers of an extensive series of tables based 
on the Hlinois Standard American Experience 
Table at 314 per cent interest. The Illinois 
Standard Tables are in widespread use by all 
insurance companies interested in preliminary 
term insurance, to whom their assistance is 
very valuable. The Spectator Company is 
the publisher of these works, and also of “Notes 
on Life Insurance,’ which is an elementary 
treatise on the principles governing life in 
surance and their practical application, written 
by Edward B. Fackler. 

Aetna Insures Auto Glass 

The Etna Casualty and Surety Company of 
Hartford, Conn., sensing the need for a form 
of insurance which will make good the cost of 
replacing plate glass in automobile, has recently 





devised a new policy form providing this cov- 


erage. 
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WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them 


Any one of the above is an absolutely first class opportunity. 
If your record is clean and you can-furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 


HOME LIFE INSURANCE COMPANY 
WM. A. i i President 


The 63rd Annual Report shows: 


Payments to Policyholders and their beneficiaries in Death $7,369,835 

Claims, Endowments, Dividends, Etc 5,400,769 
’ 

Net Interest Income from Investment aioe 
($722,352 in excess of the amount required to maintain the ae 
reserve) 

Actual mortality experience 52.87% of the amount expected. 

Insurance in Force 

Admitted Assets 


$232,163,052 
46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents r 
56 BROADWAY NEW YORK E 























INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It is an exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 
‘A World of Strength”’ 














Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 

















The Company Behind the Policy 


The exceptional Jow premium rates for which Great-West Life pol- 
icies are notable, are based on the soundest principles—splendid 
investment—favorable mortality—low expense rate. 

If interested in Life Insurance write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office Winnipeg 











2 PREC NMISY AT RAIN EATEN 3: HHI IS 


i 


EXCELLENT OPPORTUNITY 7 


‘or Reliable, Energetic men to represent us in the states of 
iMinois and Missouri with direct Home Office contracts. Liberal 
dolicies. : 


CAPITOL LIFE INSURANCE COMPANY | 
OF COLORADO | 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION * 
OF THE MACCABEES ' 

ORGANIZED OCTOBER 1, 1892 ¥ 

Largest Fraternal Benefit Society for Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $17,060,000 
Its Business Standing is of the Best 
Gives Safe Protection toWomen and the Children of its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 
MISS FRANCES D. PARTRIDGE 
Supreme Record Keeper, Port Huron, 


a 





ty 


aS 
Ke 
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MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 





FOR FOLDER 
SHOWING ELABORATE DISPLAY, 





MIDLAND LIFE INSURANCE COMPA 
KANSAS CITY, MISSOURI 


4 
Backed and endorsed by the most substan 
and influential business men in Kansas Ci 


THE COMPANY. 
THE MANAGEMENT. Practical insurance men of long experient 
and conspicuous success. 4 


MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territof 
in the country to-day. 4 


JOHN M. SMULLIN, Secre 


THE TERRITORY. 


DANIEL BOONE, Jr., President 
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